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Sparks |Set Dates for 1937 Shows 


Navigation Opens 
White’s Expansion 
Sunny Southland 
Derby Preparations 
Blush of Modesty 


By 
Chris Sinsabaugh 


HIS COLUMN attacked the 

Cleveland-Akron sector from 
the air the forepart of the cur- 
rent week. A Pennsylvania liner 
flew the conductor and his shock 
troop, our own Colin Selph, to 
Cleveland, in 40 minutes, thanks 
to a tailwind. And as we flew 
across the lake we noted that 
navigation has opened, for on 
arrival at Cleveland we found that 
three huge steamers, loaded to 
the guards with new automobiles 
from the Detroit factories had 
made port. Not since 1890 had 
Detroit-Cleveland navi gation 
opened so early and Monday’s trip 
tied that old mark. Usually it is 
a month or more later before this 
sort of delivery begins. 


* * * 


FIRST CRACK out of the box 
the conductor had a chance to use 
his notebook, for a trip to the 
White Motor Co. produced a story 
that was just breaking, a decision 
of this pioneer truck concern to 
spend more than $2,000,000 in 
plant expansion in the next year 
and a half, a sizable amount in 
any language. 

But after talking with Bob 
Black, the president who pulled 
White out of the red more than 
a@ year ago, it was understandable 
why the company was warranted 
in making this appropriation, for 
the returns from the year of 1936 
show the movement of 11,600 
units as compared with 6,820 in 
35. This represents $28,600,000 
worth of business as compared 
with $19,600,000 the preceding 
year. 

+* ok * 

THIS YEAR Black is shooting 
at a production of from 16,000 to 
18,000, which ought to put some- 
thing like $40,000,000 into the com- 
pany’s till. That this expecta- 
tion is within reason has been 
proved by the returns from the 
first two months of this year. Ac- 
cording to results so far, this just 
about hits the 16,000-18,000 pro- 
jection right on the nose, says 
Black, and he adds there is no 
reason to expect this pace to 
falter. 

«x * + 

AND FROM Jack Bauman, 
White’s vice-president in charge 
of sales, I got a first-hand report 
on business conditions in the 
Southland, particularly as they 
apply to motor trucks. Bauman 
was just back from six weeks 
through this section and he re- 
turns enthusiastic over the out- 
look. He says “they,” meaning 
the good people of the Lone Star 
state, call their commonwealth 
“Texas, the truck heaven.” New 


(Continued on page 21, Col. 3) 


Trade Group 
Heads Approve 
‘Little NRA’ Plan 


NEW YORK. — Blanket 
approval of any and all state 
or federal laws that would 
establish minimum wages, 


maximum hours and do 
away with child labor was voiced 
at the mid-winter meeting of the 
Automotive Trade Assn. Managers 
here this week. The association 
managers expressed doubt, how- 
ever, that any laws to control 
trade practices could be success- 
ful unless closer supervision is 


Dates for 1937 automobile shows 
which were set at the meeting of 
Automotive Trade Assn. Mana- 
gers are: 

New York National, Oct. 27 to 
Nov. 3. 

Akron, O., Nov. 6 to 12. 

Detroit, Nov. 6 to 13. 

Kansas City, Mo., Nov. 6 to 13. 

Newark, N. J., Nov. 6 to 13. 

Philadelphia, Pa., Nov. 6 to 13. 

Pittsburgh, Pa., Nov. 6 to 13. 

Toronto, Can., Nov. 6 to 13. 

Baltimore, Md., Nov. 13 to 20. 

Jersey City, N. J., Nov. 13 to 20 

Milwaukee, Wis., Nov. 13 to 20. 

St. Louis, Mo., Nov. 14 to 21. 

Springfield, Mass., Nov. 14 to 21. 

Other dates will be arranged 
within the next few weeks. 


given than existed under the de- 
funct NRA, 

It was the concensus of those 
present that at least so far as 
the motor retailing trade is con- 
cerned some sort of trade prac- 

(Continued on Page 18, Col. 1) 


White to Spend 
Over $2,000,000 
For Expansion 


CLEVELAND.—Necessitated by 
increased business, plans for the 
largest expansion program ever 
undertaken by 
the White Mo- 
tor Co. were re- 
vealed this week 
when Robert F. 
Black, president, 
announced that 
more than $2,- 
000,000 will be 
spent within the 
next year and a 
half for new 
machinery and 
tools, property 
repair, building 
construction and the installation 
of a complete new plant for the 
building of heavy-duty coach bod- 
ies for city service. 

The expansion program was 
disclosed following a meeting of 
the board of directors, which 
group described the plan as a 

(Continued on Page 17, Col. 1) 


R. F. Black 


THE 20,000th WILLYS “37” rolle off pretuctior Ear ~* the plant 
in Toledo on Mar. 2, and was delivered from the line personally by 
David R. Wilson, president; Ward M. Canaday, chairman of the board 
of directors, and other Willys-Overland officials to Oliver Goshia, 
Toledo broker. Delivery of the 20,000th car since the production line 
started last Nov. 30, marks a distinct achievement in that company’s 


original production schedule was 


set for 60,000 cars, but has been 


stepped up to a present schedule of 83,000 cars. Left to right are: 
Francis H. Fenn, assistant to the president; Canaday; Samuel D. 
Black, works manager; O. L. Mears, Toledo distributor; Goshia; Mrs. 


Goshia and Wilson. 





Feb. Car Sales Set 
Record in Chicago 


CHICAGO. — Sensational gains 
by most makes brought a new all- 
time February high in Cook 
county new car registrations, the 
total being 8,733 as compared with 
5,353 units for the same month in 
1936, according to figures re- 
leased by the Bureau of Motor 
Advice. Due to a shorter month 
and crippling of shipments by 
some manufacturers, February 
showed a sharp drop from Janu- 
ary, when 13,017 were registered. 

More than offsetting the effects 
of strike tieups was the mild 
weather throughout February. 

Ford, in first place, registered 


The Top Ten 
PASSENGER CARS 


First Ten in Registrations 
as Reported in ADN Today. 


1937 
Make 


Pos. 
1—56,528 Ford 42,728— 2 
2—46,299 Chev. 54,896— 1 
38—34,907 Plym. 24,582— 3 
4—16,532 Dodge 11,892— 4 
5—12,553 Pont. 7,521— 6 
6—11,095 Olds. 8,786— 5 
7—10,740 Buick 6,601— 7 
8— 7,219 Huds.* 5,463— 8 
9— 4,890 Chrys. 2,816—10 
10— 4,700—Pack. 2,219—11 
* Includes Terraplane. . 
Total All Makes 
223,193 178,026 
See Total Registrations to Date, 1937- 
1936, pages 20 and 21, this issue, 


2,067 units. Plymouth climbed 
into second with 1,696 and Dodge 
into third with 1,264. Inability to 
make deliveries forced Chevrolet 
into fourth with 678, followed by 
Pontiac, in fifth, with 520. Pack- 
ard advanced to sixth with 343. 
In order came Oldsmobile with 
334; Chrysler with 311; Nash and 
Nash LaFayette with 279; Stude- 
baker with 256; De Soto with 247; 
Buick with 233; Hudson-Terra- 
plane with 232; Lincoln and Lin- 
coln-Zephyr with 83; Willys with 
78; Cadillac-LaSalle with 52; 
Graham with 37; Auburn-Cord 
with 17; Reo with three and 
Duesenberg, Austin and Hup- 
mobile with one each. 


°37 Nash Sales 
Already Exceed 
Total for 1936 


KENOSHA, Wis. — More 1937 
Nash automobiles already have 
been produced and shipped than 
during the entire model year of 
1936, according to C. H. Bliss, vice- 
president of the Nash Kelvinator 
Co. and director of sales of the 
Nash Motors division. 

With the spring selling season 
just beginning, and the demand 
for Nash LaFayette cars con- 
stantly increasing, the 1936 rec- 
ord has been surpassed, Bliss said. 
All three factories of the Nash 


GM and Chrysler 
Continue Debate 


On UAW Demands 


Sole Bargaining Rights 
At Chrysler Asked 
By CIO 


By PETE WEMHOFF 


DETROIT.—Sole bargain- 
ing rights, one of the chief 
demands in General Motors’ 
negotiations with United 


Automobile Workers, came 
to the front again Friday in the 
Chrysler-UAW parley when Ho- 
mer Martin, president of the 
UAW, told newspapermen the 
union would demand a definite 
“yes” or “no” answer on the ques- 
tion before the close of Friday's 
conference. However, when nego- 
tiations were adjourned late Fri- 
day anti? Mouday, Chrysler cvca- 
ferees declared that they had re- 
ceived no official word of the “ul- 
timatum.” 

Unless the union should decide 
to push the sole bargaining rights 
demand through a strike, there is 
little indication that there will be 
serious interruption of capacity 
production in the automobile in- 
dustry for the remainder of the 
1937-model season. 


(Meanwhile, GM and UAW 
locked horns over a union demand 
for a national minimum wage 
scale, but reaching of an agree- 
ment between the two factions is 
expected early next week. High 
officials of both sides will re-enter 
the 20-day-old conference Monday 
in an effort to end the stalemate, 
and a speedy agreement is antici- 
pated. 


Tentative agreements have al- 
(Continued on Page 2, Col 1) 


Steel Prices Rise 
After Pay Boost; 
Car Costs Raised 


PITTSBURGH. — Price boosts, 
ranging from $3 to $8 a ton, were 
put into effect Thursday by the 
Carnegie-Illinois Steel Corp. The 
advance, occasioned by wage in- 
creases effected throughout the 
steel industry this week, is ex- 
pected to be followed shortly by 
other steel concerns. 


Although the price boosts go in- 
to effect immediately, Carnegie- 
Illinois officials declared they 
would be unable to benefit until 
around Apr. 1, due to the heavy 
bank of orders on hand. The new 
prices will stay in effect until 
June 30, officials announced. 


These price boosts, coupled with 
increased wage scales in the auto- 
mobile industry, will add about 
$18 to the cost of producing the 
average passenger car or truck. 
Recent pay raises by automobile, 
parts and body companies con- 
stitute approximately $12 of this 
amount, with the steel price in- 


Motors division are at capacity.|crease expected to add at least $6. 
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GM, Chrysler Negotiations With UAW Progressing 


Sole Bargaining Rights 
Aim at Chrysler, CIO Says 


(Continued from Page 1) 


ready been reached on seven of 
the demands originally made by 
the union, which include abolition 
of piece work, seniority, national 
conference, machinery for settling 
grievances, speed-up, discrimina- 
tion, and six-hour day and 30-hour 
week. The final problem, which 
evolved from the union’s original 
demand that “wages be commen- 
surate with the American stan- 
dard of living,” has been discussed 
for the past four days without 
agreement. However, William S. 
Knudsen, executive vice-president 
of GM, and Homer Martin, presi- 
dent of UAW, will return to the 
negotiations Monday after having 
been out of the picture for almost 
two weeks, and a quick decision is 
likely on the minimum wage 
problem. 


It is believed considerable prog- 
ress has been made in the Chrys- 
ler-UAW negotiations, which 
opened Wednesday, and, based on 
the fact that Chrysler has been 
dealing peacefully with union rep- 
resentatives during the past year 
and a half, no serious hitch is ex- 
pected to arise over the present 
eight-point union demand. These 
demands include: 


1 Recognition of the UAW as 
the sole bargaining agency 
Chrysler employes. 


Straight seniority, and elimi- 
nation of intimidation. 


That no persons be laid off 
until the hours of work have 


been reduced to 30 a week. 


4 


Uniform rates of pay in all 
Chrysler plants. 


A blanket wage increase of 

10 cents an hour. (This would 
raise minimum wages from 75 
cents an hour for women and 85 
cents an hour for men). 


That men transferred from a 
class, where they had received 
top pay, to a lower-paid class, 
shall receive top rate in the new 


class. 

7 That any manipulation of clas- 
sification to avoid payment of 

the top rate be discontinued im- 

mediately. 


That a worker transferred 

from one job to another of 
higher classification immediately 
receive the top rate, if able to 
meet the efficiency required. 


Concerning the union’s demand 
for sole bargaining recognition, 


H. L. Weckler L. S. Colbert 


Lester S. Colbert, Chrysler attor- 
ney, who along with Herman L. 
Weckler, manager of the De Soto 
division, is representing the cor- 
poration at the meetings, declared 
that the corporation wants to pro- 
tect the rights of individuals and 
the minority. 


In an effort to clear the field of 
any representation group other 
than itself, the UAW, just prior 
to the start of the Chrysler ne- 
gotiations, announced that 103 
union representatives had _ re- 
signed from the 120-employe 
works council of the corporation. 
Union officials declared that this 
action was tantamount to a com- 
plete demolishing of the works 
council, since the union controlled 
103 of the 120 seats. 

Meantime, numerous sit-down 
strikes have started and quickly 
ended after signing of temporary 
agreements at several parts fac- 


tories. These include the Mack 
Ave. plant of Briggs Body Corp.; 
Murray Body Corp.; Motor Prod- 
ucts Corp.; Peninsular Metal 
Products Co., and Thompson 
Products, Inc. Wage boosts and 
promises to bargain with the union 
for varying lengths of time were 
included in a majority of the 
agreements settling these strikes. 

Strikes were still in effect late 
Friday at the following automo- 
tive concerns: Bohn Aluminum 
Corp., four plants; Acme Die 
Casting Co.; Timken-Detroit Axle 
Co.; Zenith Carburetor Co.; Allied 
Products Corp.; Michigan Mal- 
leable Iron Co.; Handy Governor 
Co.; O. and S. Bearing Co., and 
Ferro Stamping Co. 


Hearing on a show-cause order 
why strikers should not be evicted 
from the Timken-Detroit Axle 
plant was delayed temporarily, 
pending further negotiations on 
settlement of the labor difficulty. 
Negotiations, meanwhile were be- 
ing pushed in struck plants, and 
prospects of early peace appeared 
bright in all quarters. 


In Akron, pickets closed the 
Firestone Steel Products Co., a 
division of Firestone Tire & Rub- 
ber, Thursday afternoon, thereby 
effecting a complete tie-up of 
Firestone plants in Akron. Fire- 
stone plant No. 1 was closed 
Wednesday when officials declared 
that union activities were inter- 
fering with production. Workers 
in plant No. 2 walked out in sym- 
pathy shortly afterwards. Man- 
agement and union officials were 
conferring late Friday in an ef- 
fort to adjust differences and 
bring about resumption of pro- 
duction. 

Opposition meanwhile was 
mounting against the unioniza- 
tion drive of John L. Lewis’ Com- 
mittee for Industrial Organiza- 
tion, of which the UAW is an 
affiliate, from the American Fed- 


eration of Labor and employe} 


groups in the steel industry. The 
opposition is being centered out- 
side the automobile industry, but 
the AFL’s order Friday that AFL 
members fight the CIO shoe 
workers’ organization campaign 
in New England is held indica- 
tive of the AFL’s determination 
to halt the advance of Lewis’ 
followers. 


Buick Bis 
9,153 New Cars 
In February 


FLINT.—Domestic retail de- 
liveries of Buick motor cars dur- 
ing the last 10 days of February 
totaled 1,844 units, bringing total 
deliveries for the month to 5,153, 
according to W. F. Hufstader, 
general sales manager. 


This compares with 2,890 de- 
liveries in the final 10-day period 
of February a year ago and 6,577 
for the month of February, 1936. 


“While deliveries showed a de- 
cline from a year ago, due to a 
scarcity of cars as a result of 
the cessation of production on 
Jan. 1, retail orders during the 
month continued to climb,” Huf- 
stader said. “As a result, there 
is on hand at the factory the 
largest bank of orders in the re- 
cent history of the company, 
while dealers likewise have more 
orders on hand than is normal. 
Increased shipments from the fac- 
tories, with production in full 
swing, is enabling dealers now to 
make prompt delivery and to re- 
duce their unfilled orders, 

“Since the first of the year used 
car stocks have been substantially 





reduced, there now being ap- 
proximately 20 per cent fewer 
used cars in dealers stocks than 
on Jan. 1.” 





A. F. YOUNG, 





(left) Flint regional manager for Chevrolet was 


one of 146 field executives to be awarded a key emblematic of mem- 


bership in Chevrolet’s 


All-America Selling Team for 1936. The award 


was presented by H. B. Hatch, assistant general manager of the com- 
pany, at a meeting held at the Book-Cadillac hotel in Detroit Mar. 1. 





Million Chevrolets in 1937, 
Wholesale Personnel Hears 


DETROIT. — Chevrolet's sales 
outlook for the coming months, 
taken in conjunction with the cur- 
rent resumption of large-scale 
production, points to a “million- 
plus” in 1937 for the company 
which has led the industry seven 
years out of the last 10. 


This statement from W. E. Hol- 
ler general sales manager, was 
relayed to the company’s whole- 
sale personnel in the Flint region, 
at a banquet meeting held Mon- 
day night in the Book-Cadillac, 
where H. B. Hatch, assistant gen- 
eral sales manager, presented All- 
America Selling Team awards to 
146 members of the organization. 


The awards, consisting of dia- 
mond-set gold keys, were in rec- 
ognition of outstanding ability, as 
reflected in the record-breaking 
sales of Chevrolet cars and trucks 
during 1936. Since the All-America 
Selling Team was organized by 
Holler three years ago, the 
achievement of the awards sym- 
bolizing such membership has 
been one of the most coveted hon- 
ors in the organization. 


Hatch announced that Chevro- 
let plans to sell more than 1,000,- 
000 cars and trucks in 1937, for 
the second consecutive year. 
Orders now on dealers’ books total 
100,000 he said, and production in 
the manufacturing and assembly 
plants throughout the country is 
accelerating at a pace which will 
enable the company to approxi- 
mate last year’s performance, 
which resulted in the sale of 
1,168,000 units. 

“Dealers will soon be in a posi- 
tion to make quick delivery of 
any model and color,” he said. 
“Plants are swinging back into 





normal production very rapidly, 
and a production of 6,000 units a 
day will soon be reached.” 


The local meeting, one of a 
series which Hatch will hold in 
Chevrolet regional cities through- 
out the east, was arranged by A. 
F. Young, Flint regional manager, 
and W. J. Graveson, Detroit zone 
manager. The regional and zone 
organization will now hold similar 
meetings with the dealers in their 
respective territories, to discuss 
sales plans connected with the 
1937 “million-plus” program. Fol- 
lowing the session, Hatch left to 
hold similar meetings in Buffalo, 
Boston, New York and Atlanta. 
Meanwhile, Felix Doran jr., as- 
sistant general sales manager in 
charge of the western half, is of- 
ficiating at similar meetings in 
Chicago, St. Louis, Dallas, arid 
Oakland, Calif. 


Chevrolet Gives Awards 


To 143 in Chicago Area 

CHICAGO.—Members of the 
wholesale organization through- 
out the Great Lakes region, 143 
in number, gathered this week at 
the Hotel Knickerbocker,for pres- 
entation by the Chevrolet Motor 
Co. of “All-American” awards for 
sales during 1936. 

Felix Doran jr., assistant gen- 
eral sales manager, was the prin- 
cipal speaker, revealing plans 
which have been formulated for 
putting across a second consecu- 
tive “million-car year.” Others 
on the program included G. I. 
Smith, Great Lakes regional man- 
ager, and Roy W. Hill, Chicago 
zone manager. 


THE SIX CHEVROLET zone managers in the Flint region played 
important parts in a regional meeting held in Detroit Mar. 1 to set up 
new sales objectives for the balance of 1937. H. B. Hatch, assistant 
general sales manager, presented All-American Selling Team insignia 
to 146 members of the field organization. Shown above, seated, are A. 
F. Young, Flint regional manager; Hatch; and W. J. Graveson, De- 
troit zone manager. Standing, left to right, are L. F. Vollmer, Charles- 





ton, W. Va., zone manager; E. W. Berger, Indianapolis zone manager; 


R. M. Campbell, Cleveland zone manager; E. J. McClees, Flint zone | uel 


manager; and D. C. Corbin, Norwood zone manager. 








Willys Output 
In Feb. Up 30% 
Over Jan. Total 


TOLEDO.—With February out- 
put 30 per cent over January, to- 
tal production of new Willys cars 
since the current models started 
off the assembly line Nov. 30, 
reached 19,207 on Feb. 27, David 
R. Wilson, president of Willys- 
Overland Motors, Inc., announced 
this week. 

February output was 8,599 cars 
as compared with 6,588 for Jan- 
uary, an increase of 2,011 cars, or 
30 per cent, and marks the third 
consecutive month in which heavy 
gains in production have been 
made. 

Car No. 20,000 came off the 
production line this week and was 
delivered from the line personally 
by Wilson to Oliver Goshia, local 
broker. 

“Delivery of the 20,000th Willys, 
marks a distinct achievement in 
our production plans for the year,” 
Wilson said, “since our original 
production schedule was set for 
60,000 cars, which has _ been 
stepped up twice since Nov. 30 to 
a present schedule of 83,000 cars.” 

Factory employment has _ in- 
creased steadily during the past 
two months, current with in- 
creases in production, and 4,500 
men are now employed in the 
manufacturing divisions. 

Retail orders through all dis- 
tributor and dealer outlets are 
reported in excess of increase in 
production. 


Pontiac Hits 1,400 


Cars a Day Mark 
PONTIAC. — Pontiac Mo- 
tors had its first 1,400-car 
day Tuesday since the 
spring of 1929. According to 
H. J. Klingler, general man- 
ager, there will be several 
more days this month which 
will show a production of 
1,400 cars or more. 
Employment has reached 
a peak again and it is ex- 
pected that the month’s pro- 
duction total will reach the 
30,000 mark, which will be 
an all-time mark for the 
company. 








Willard aes to Build 


New Factory in Dallas 


CLEVELAND. — The Willard 
Storage Battery: Co. announces 
that construction will start im- 
mediately on a new factory, in 
Dallas. This will be the fourth 
manufacturing plant of the com- 
pany, with the main factory here 
and subsidiary companies now 
manufacturing in Los Angeles and 
Toronto. 

The Dallas plant will be a brick 
building, 320 feet long by 130 feet 
wide, the office structure being 
two stories and the factory one 
story. It will have a capacity of 
1,000 batteries a day and is ex- 
pected to be in operation about 
June 1. 


Wis. Petroleum Assn. 


Re-elects All Officers 


MADISON, Wis.—All officers of 
the Wisconsin Petroleum Assn. 
were re-elected at the closing ses- 
sion of the annual convention 
here as follows: 


Walter Wingrove, Sheboygan, 
president; M. F. Mayer, Monroe, 
vice-president; Roy L. Brecke, 
Milwaukee, secretary, and An- 
drew Boyd, Milwaukee, treasurer. 
Directors named are Elmer H. 
Pedley, Kenosha; Andrew Podbin, 
Superior; Edward Riggs, Ripon; 
William Pate, Milwaukee; A. J. 
Fiore, Madison; P. J. Yerly, La 
Crosse; Lyle Otis, Antigo; Sam- 
Trainor, Wausau, and Dr. 
W. H. Clark, Manitowoc. 





Cameron Cites 
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Better Management Held Only Key to Higher Wages 


es Advances 


Made During Past Years 


DEARBORN. — Citing four 
methods to increase wages, W. S. 
Cameron, of the Ford Motor Co., 
declared in a radio broadcast tnis 
week that “better management is 
the only source of better wages.” 

Explaining this, Cameron said 
“train men to be worth more, put 
in their hands the means to earn 
more, and wages will not depend 
on anyone’s whims or be an ad- 
ditional burden on the public— 
wages will be the natural result of 
better, more economical, more 
productive methods.” 

The complete text of his address 
follows: 

“Everyone is’ interested’ in 
wages. Everyone knows that the 
nation’s welfare depends on our 
earning and distributing the high- 
est possible wages. But the matter 
is so steeped in emotionalism that 
not everyone, unfortunately, 
knows or cares to know how 
wages and more wages become 
possible. 


False Belief 

“The backward school of busi- 
ness in this country would keep 
the wage scale where it is or even 
depress it when possible. Some 
follow this school from greed, but 
more follow it from a false belief 
that the country cannot stand 
the constant increase in wages 
that is going on. The backward 
school, however, has had no effect 
on the general wage situation; the 
progressive school of business has 
succeeded in keeping wages con- 
stantly on the rise. Sixty years 
ago the average annual wage in 
this country was $347; last year it 
was about $1,400. Wages are four 
times as high as they were in 
Civil War days, three times as 
high as in 1900, twice as high as 
in 1913. The backward school of 
business says this cannot keep up. 
Its reactionary attitude is bal- 
anced by equally backward politi- 
cal and other schools that would 
boost wages willy-nilly—boost 
them by force, by legislation, by 
price-fixing, or other theoretical 
and unworkable ways. Neither has 
part nor lot in the advance this 
country is making. 

“To approach the wage ques- 
tion simply, let us ask, how can 
an employer raise wages? There 
are only four ways. First, from 
goodness of heart or compulsion of 
conscience, he can “grant” a wage 
increase out of his surplus, if it is 
that kind of a surplus—a surplus 
gathered by neglecting to pay 
when he should have paid—a very 
unhealthy surplus to have. If, un- 
der these circumstances he raises 
wages, it is evidence that he could 
have done so before. And if he 
did not do it when he could, there 
is something so wrong about his 
business system that the wage- 
raise he now gives cannot con- 
tinue, because wages cannot per- 
manently come out of surplus, and 
surplus cannot always be con- 
sumed in wages. Wages must be 
one of the positive daily produc- 
tions of the business. So we may 
discount that method of raising 
wages. No confidence can _ be 
placed in it. 


Three Courses 

“But suppose an employer is 
paying all he really knows how 
to pay, and yet even that is not 
enough,—how shall he proceed to 
pay more? The remaining three 
courses lie open. He may boost the 
price of what he sells—make you 
and me pay more for it—and add 
resulting income to wages. That 
is, theoretically, he can do this. 
The actual effect of such a course 
is to reduce sales, and consequent- 
ly reduce employment, so that 
eventually the business simply 
produces less wages than before, 
or none at all. Or he may try 
the third way; he may keep his 
price unchanged, but cheapen the 
quality of his product—give the 
customer less value for his dollar, 
and distribute the difference in 
wages, Under this system, also, 
customers vanish and the busi- 








ness vanishes with them. Result 
—no wages; not even low wages. 

“Now, in the first instance, a 
wage increase taken out of sur- 
plus proves that it is possible to 
pay a man less than he earns; 
the other instances show that it is 
not possible to pay anyone more 
than he earns and keep it up. Pay 
a man less than he earns and 
everyone loses, but most of all the 
employer who gets even less than 
the little he pays for. Pay a man 
more than he earns, and the man 
himself loses, for it destroys the 
very basis of his employment. It 
is a bad situation all around. 


Train Workers 


“There remains then the fourth 
way and the only way: train men 
to be worth more, put into their 
hands the means to earn more, 
and wages will not depend on any- 
one’s whim or be an additional 
burden on the public,—wages will 
be the natural result of better, 
more economical, more produc- 
tive methods. Better management 
is the only source of better wages. 
It is a daring statement, but the 
persistence of high prices and 
low wages is due to bad manage- 
ment even more than to bad in- 
tentions. Progressive management 
has abundantly shown us the way 
and has brought annual wages, 
as we have seen, from $347 to $1,- 
400 in less than one lifetime. Good 
management alone, is responsible 
for these advances. They could 
not have come otherwise. Laws 
could not produce them, nor could 
threats or violence; management 
seized a paradox and established 
the principle that better goods 
at less cost to the customer pro- 
duce higher wages for less labor 
by the worker. This distinguishes 
the American system of business 
management from all others. Not 
a single idea or method resulting 
in better conditions has ever been 
contributed by any other source. 

Wages Leap 400 Per Cent 

“The record of management is 
this: a 33 per cent reduction in 
working hours has been attended 
with a 400 per cent increase in 
wages—that is management’s con- 
tribution to labor. And, taking, 
say, the Ford car for example, it 
has been attended with a 300 per 
cent increase in the value built 
into the product and a 75 per cent 
reduction in the price—that is 
management’s contribution to the 
customer. The advantage must go 
all around the circle, else there 
is no advantage. Increase wages 
at the expense of the buying pub- 
lic, and you simply reduce the 
public’s use of its wages. No one 
gains anything by that. The meth- 
od of management is the answer. 
Other methods simply fling us to 
the bottom of the ladder again. 
And we are not willing in this 
country to surrender the gains 
we have made.” 


Tops Cadillac Salesmen 


Second Year in a Row 
DETROIT.—H. D. Bornstein, of 
the Cadillac Automobile Co. of 
Boston, has just been named the 
leading Cadillac-LaSalle retail 
salesman for the second consecu- 
tive year. By virtue of almost 
$200,000 worth of gross retail bus- 
iness during 1936, Bornstein be- 
comes president of the Cadillac 
merit men, an organization for 
star salesmen of the year. 

The new enrollment announced 
by D. E. Ahrens, general sales 
manager of Cadillac-LaSalle, re- 
veals 129 members from 89 cities 
who last year accounted for $14,- 
133,000 in automobile sales. 


Rogers Appoints 
JERSEY CITY, N. J.—H. M. 
Hufnagel has been named to repre- 
sent Everready lubrication equip- 
ment for the Rogers Products Co. in 
eastern Ohio and western Pennsyl- 
vania. A. J. Magyar will handle 
metropolitan New York and north- 
ern New Jersey and also contact 

oil companies in the territory. 





COMBINED AGE 432, an average of 72 years for these six em- 
ployes of Pontiac, All of them are over 70, the oldest 76. Three other 
70 year oldsters are on the payroll but had a heavy date when this 
picture was taken. Left to right, they are (back row): Charles High- 
field, car assembly; Onslow Nixon, machine repairs; Frank Arm- 
strong, sheet metal. (Front row) Joe Racine, machine repairs; Arend 
Kampen, sanitation and George Volks, sanitation. 





Big Used Car Advertising 
Drive Opened by Pontiac 


PONTIAC. — The largest used 
car campaign ever launched by 
Pontiac gets under way during 
March with insertions scheduled 
exclusively in 4,000 daily and 
weekly newspapers. 

A feature of the campaign is 
that it ties up classified used car 
advertising with display copy in 
the same newspaper. The dealer 
features his used car specials 
in his own listings, while the dis- 
play copy is of the institutional 
type. 

This campaign marks the first 
national release by Pontiac since 
cancellation of all advertising of 
the parent General Motors cor- 
poration, and all divisions, when 
sit-down strikes interrupted pro- 
duction. It is designed to aid 
three different types of dealers, 
according to the size of the city 
where located, and the condition 
of each dealer’s used car stock. 

Three different advertisements 
comprise each of the three differ- 
ent types of campaign, or nine 
advertisements in all. 

“The first type,” explained F. A. 
Berend, advertising manager, “is 
designed for the larger cities 
where there are several dealers. 
The newspaper inserts the names 
of all dealers participating in the 
advertising. 


“All other dealers in smaller 
cities may select one of two alter- 
nate campaigns—both of which 
provide space for the actual list- 
ing of cars and prices. One alter- 
nate type combines the institu- 


tional story of ‘Good Will,’ and 
is so designed that it may be 
used over a prolonged period for 
dealers requiring used car adver- 
tising further into the year. 

“The other alternate series is 
purely of the emergency sales 
type. 

“Advertising of this type will 
enhance the meaning and signifi- 
cance to used car buyers of the 
name ‘Good Will,’ the national 
badge of Pontiac dealers’ used 
cars.” 


Retail Deliveries 
By Studebaker 
Up 56% in Feb. 


SOUTH BEND.—Retail deliver- 
ies of Studebaker passenger cars 
and trucks during the first 20 
days of February totaled 3,469 


units, 


in charge of sales. 
This, compared with retail sales 


of 2,221 units during the same} 


period of 1936, is an increase of 
56.2 per cent. 

Not since 1928 have Studebaker 
retail deliveries during the first 
20 days of February been so high, 
it is reported. 


The United States and Canada 
produce 80 per cent of the motor ve- 
hicles manufactured in the world. 





SALES EXECUTIVES of De Soto, headed by L. G. Peed, vice- 
president, opened a regional sales clinic in New York this week to 
lay the ground-work for a concerted week-to-week drive on sales of 
new and used cars. This meeting was one of five now being held 
throughout the country. Other meetings are in progress at Kansas 
City, Cincinnati, Chicago and Los Angeles. Among those attending 


the New York meeting were: 


(left to right) R. G. Roth, merchandis- 


ing manager; K. Ray Spencer, New York regional manager; Byron C. 
Foy, president of De Soto; Peed; D. M. Herrick, assistant to the presi- 
dent; T. W. Moss, general service manager of the Chrysler Corp.; F. 
M. Hunt, Philadelphia regional manager and John Berry, Boston 


regional manager. 


according to George D.| 
Keller, Studebaker vice-president | 


Buick Orders 


For New Cars 
Set a Record 


FLINT.—An upsurge in orders 
for new Buick cars, indicating one 
of the liveliest spring quarters in 
history, marked announcement of 
the resumption of production on 
Feb. 18, it was disclosed this week. 

Orders at the factory jumped 
from 29,412 to 37,131 representing 
a record wholesale demand. Since 
the introduction of the new cars, 
Buick normally has carried a bank 
of from 20,000 to 30,000 orders on 
its books. 

At the same time, retail orders 
with individual dealers jumped 
from 14,854 on Feb. 10, to 17,083 
on Feb. 20, the bulk of the in- 
crease coming during the last few 
days of the period. 

With output now on a basis of 
more than 1,000 cars a day and 
expected to average in excess of 
1,200 cars a day in March, ship- 
ments are going forward on a 
basis to meet the heavy demand, 
it was said. 

Dealers’ stocks are being re- 
plenished rapidly, according to 
W. F. Hufstader, general sales 
manager, with immediate delivery 
now being made on nearly all 
models. Buick retail sales during 
the first 20 days of February to- 
taled 3,309 units, 1,518 of which 
were delivered to customers dur- 
ing the second 10 days of the 
month. This compared with 3,687 
cars delivered during the first 20 
days of February a year ago, of 
which 1,981 were sold during the 
second 10- 0-day per period. 


Chevrolet Sets 
Up a Used Car 
Marketing Force 


DETROIT.—Appointment of 
nine new assistant regional man- 
agers in the Chevrolet sales or- 
ganization is announced by W. E. 
Holler, general sales manager. 

The new appointees will take 
over their new duties Mar. 16, 
Holler said, as part of a sweeping 
reorganization of the company’s 
used car marketing program. They 
will work exclusively on used cars 
and will have under them a wholly 
new zone organization in the com- 
pany’s 47 zones. The new assist- 
ant regional managers will work 
directly under the two new as- 
|sistant general sales managers 
|appointed last month—W. G. 
Lewellen in the west and T. H. 
Keating in the east. 

Those named by Holler and the 
regions to which they have been 
assigned are: W. J. Graveson, 
Flint; G. R. Weeks, Atlantic 
coast; F. W. Williams, eastern; 
P. R. Letts, New England; W. J. 
Kane, southeastern; R. W. Hill, 
Great Lakes; H. C. Howard, south- 
western; T. F. Brown, middle- 
west; and F. N. Phelps, Pacific 
coast. All were formerly zone 
managers of the largest and most 
important points in the new car 
marketing organization, and all 
have had long service with 
Chevrolet. 

Holler explained that the crea- 
tion of a separate used car mar- 
keting organization within the 
sales department was designed to 
relieve the new car sales force of 
burdensome responsibilities in re- 
gard to used cars and to permit 
them to concentrate their efforts 
on the sale of new cars and 
trucks. 

“We are modernizing our sell- 
ing organization work,” Holler de- 
clared. “The step we have taken 
is one of the most forward steps 
ever made by the company. We 
| are trying to anticipate a possible 
used car condition that may arise 
in the future by setting up this 
used car marketing organization 
alongside our new car organiza- 
tion. We are trying to put our- 
selves in a position to meet what- 
ever circumstances may arise in| 
the used car field.” 






















BERLIN (UTPS).—The inter-| 
national automobile and motor- 
cycle show here attracted a record 
attendance of nearly 1,000,000 
persons. 

Despite trade barriers, the show 
attracted many visitors from 
abroad and many cars of non- 
German make. 

The Berlin show presented some 
interesting technical and commer- | 
cial features in streamlining and_|} 
the trend towards medium-pow- 
ered small cars. The German au- 
tomotive industry has profited 
from the success of German rac- 
ing cars in 1936, by increased in-| 
terest of the German public as 
well as by increased sales in mar- 
kets outside of Germany. 


The “middle class” of German 
cars with engines of 1.5 to 3 liters | 
capacity was enlarged by a new) 
Adler car, two Auto Union models | 
and the Stoewer “Sedina”. Most | 
new cars exhibited have stream-| 
lined bodies of advanced shapes. | 
This applies to the Adler 2.5 liter | 
car, to the Opel “Admiral” and 
particularly to the big Mercedes 
1937 racing car likewise exhibited 
in the “Hall of Honor.” Extreme 
streamlines are banned. 


Airplane Wing 


A Mercedes racing car with 600 
hp. which attained a maximum 
speed of 595 kph on one of the 
new German tracks was shown. 
The Mercedes has an “airplane| 
wing” cross section imparting, at 
full speed, a distinct uplift to the 
car, whereby tire wear is mini- 
mized and the weight of the car 
reduced by a half, it is claimed. 


German car production reached 
an all-time high of 457,000 in 1936. 
Exports, estimated at 10 per cent 
of this figure, were doubled as 
against 1935 and will be doubled 
again this year. The German Mo- 
tor Manufacturers Assn. stated 
that show attendance from abroad 
set a new record. A total of 143 
special trains brought visitors 
from all parts of the country. Ge- 
heimrat Allmers, president of the 
German Motor Manufacturers 
Assn., said that “Well equipped | 
and with a good 1936 business as 
a backing, we are looking forward 
to even better results this year, 
largely on account of the success 
of our proud annual show.” 


U. S. Well Represented 


The United States has a full 
share in motorizing Germany 
through two big factories: Gen- 
eral Motors, which has a control- 
ing interest in the Opel Works, of 
Russelsheim and Brandenburg, 
and the Ford Motor Co. A.—G. of | 
Cologne. Opel is now the biggest 
European car manufacturer, with | 
a daily output of 450 cars. An un-| 
usual exhibit on the Opel stand 
was the “X-ray car” a car with| 









































Oldsmobile in 


German Producers Aiming 


At Greatly Widened Market 


By AL EXANDER BALL 


authorities, which means that at 
least 95 per cent of their parts are 
made and assembled within the 
The Ford 
cabriolet-limousine 1937 is 
actually made gn no other Ford 
works in any other country. Some 
exported 
monthly from Germany to the 


borders of the country. 
“Bifel” 


$20,000 worth are 


United States. 


Technically, American influence 
is plainly visible in many details: 
convex or half-moon radiators; 
head-lamps enclosed by the body 
and overhead valves in the three 
(2.5 liter 

Stoewer 


new models of Opel 

super), Hansa (2 liter), 
(2.4 liter “Sedina”). This is prob- 
ably due to the trend to adapt all 


| new designs to the high speed and 


high stress of the new roads. 


Aim At $400 Car 


All efforts of the German auto- 
mobile industry will be directed in 
the coming year, as_ several 
speeches held at the opening of 
the show proved, towards the de- 
sign of the $400 car intended to 
make motoring popular. Three 
such cars have already withstood 
severe tests, and 30 others are 
being manufactured. But a price 
of $400 is an extremely low one 


| for European conditions and can 


be made possible only by the joint 
efforts of all the industry. 

The wave of house trailers has 
now reached the European shore. 
Three firms, Friedrich Budich, 
Pionier Fahrzeugbau and Sport- 
Berger-Werk, are represented and 
a new Adler model even provides 
a hitch as regular equipment. 


Would Restrict 
Truck Licenses, 
Increase Cost 





EDMONTON.—Commercial ve- 
hicles using Alberta highways will 
be restricted to 2,000 and truck 
licenses will be increased in cost, 


it was revealed following sittings 
of the highways traffic board. 


The proceedings have been 


watched by other parts of Canada 
in view of the pressing problem 
of truck and bus operations. 


The board is seeking to elimi- 


nate unfair competition and over- 
lapping 
tion services and is now receiving 
applications for trucking licenses. 


in Alberta’s transporta- 


It is expected the new licenses 


for trucking on provincial high- 
ways will cost from $50 to $400 
each, depending on the size of the 
vehicle and other conditions, and 
will yield the provincial treasury 
about $200,000 in revenue. 


General Motors bought Buick and 
1908, the same year 


complete body of flexible glass, | Buick produced nearly 8,500 cars. 


allowing a view of the interior,| ~~ 
frame structure and engine. 


The Ford cars manufactured in| 


Cologne are acknowledged to be) 
“German cars” by the German| 
| 


Graham Retail 
Deliveries Up 


DETROIT. — Graham domestic 
retail deliveries for the last three | 
months in 1936 and through Feb. 
20 of the present year show an| 
increase of 35 per cent, according | 
to F. R. Valpey, general sales 
manager. 

“During October, November and | 
December of 1936 and through | 
Feb. 20 of the present year we 
delivered to dealers 9,906 cars of | 
which our dealers have already | 
delivered to owners 5,175,” Valpey | 
stated. “This compares with do- | 
mestic retail deliveries of 3,820 
cars during the similar period last 
year and is a gain of 35 per cent.” 
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STREAMLINING TAKES on 


Berlin Show Sets Record Attendance of a Million | 





a new note in this Adler model displayed at Berlin automobile show. 





Retail Orders 
At Willys Set 
New High Mark 


TOLEDO, O.—With distributor 
contracts calling for 116,000 new 
cars, retail orders through deal- 
ers are reaching new high totals, 
according to a statement made 
here today by officials of Willys- 
Overland Motors, Inc. 

Against retail orders, total ship- 
ments of 15,169 cars have been 
made for retail delivery up to and 
including Feb. 15. 

Orders for the de luxe sedan are 
first in point of volume from all 








sections of the country. 

Importance in the early appear- 
ance of spring buying has been 
the generally mild weather in 
most parts of the country, with 
unseasonal conditions existing in 
only scattered areas. 

General conditions in the auto- 
mobile world are also contributing 
to heavy sales early in the buying 
months. The majority of cars 
being offered in trade average in 
age from three to four years and 
come from the large group or 
owners of these cars who did not 
figure in new car purchases dur- 
ing 1936. 

Many dealers, even in the areas 
where weather has been unseason- 
ally severe are reporting heavier 
sals than at any early period in 
the past several years. 


Alma Motor Co. Grants 


Franchise to Alco, Ltd. 


DETROIT.—Alma Motor Co. has 
granted a franchise to Alco Mo- 
tors Ltd., Windsor, for Ontario, 
Quebec and the maritime prov- 
inces. 


Alco Motors Ltd., plans to es- 
tablish in Windsor an assembly 
plant on Alco. four-wheel-drive 
truck conversion units, for Cana- 
dian and British colonial produc- 
tion, according to E. R. Labadie, 
president of the Canadian com- 
pany. Labadie is associated in 
Webster Brothers Labadie, Cana- 
dian Ford distributors. 





AN UNUSUAL EXHIBIT at the Berlin automobile show was this 
Opel (General Motors German branch) called the “X-Ray car.” It has 
a complete body of flexible glass, allowing a view of the interior, 








frame, structer and engine. 


NADA Reports Dealers 


Active in Legislation 





DETROIT.—Reports received by 
the National Automobile Dealers’ 
Assn, from local and state as- 
sociations throughout the country 
indicate that the retailing dealers 
are taking a more active part this 
year than ever before in a general 
move to protect their business 
from legislation that would be 
detrimental, A. N. Benson, gen- 
eral manager, announces. 

“Anomalous as it may seem,” 


he said, “the automotive group 
was the hardest hit during the 
depression; its recovery to within 
27 per cent of 1929 sales, a gain 
since 1932 of 161 per cent, is a re- 
markable performance; it is 
credited by the U. S. department 
of commerce with having been 
one of the most important in- 
fluences in bringing the country 
out of the depression, but now, 
with 1937 promising to be a record 
year in production and sales, the 
states and federal governments 
are proposing unprecedented tax- 
ation on the automobile, the dealer 
and gasoline. Many of the 800 
bills that can be classified as fees, 
taxes and diversions, now before 
the some 40 state legislatures, do 








THE NEW GERMAN FORD Eifel car exhibited at the 1937 Berlin automobile show. It is 95 per 
cent German made, and is of a design not made in any other country. 










not aim to provide funds for high- 
way purposes, but for relief or 
other general expenditures.” 


Benson referred to a statement 
made this week by Nelson A. Mil- 
ler, chief of the retail trade sec- 
tion of the marketing research 
division in the U. S. department 
of commerce, that the automotive 
group is responsible for a total of 
$21 out of every $100 spent in re- 
tail trade. It is placed next to 
food stores as the greatest sales 
group, and is in a challenging po- 
sition for supremacy in sales vol- 
ume. Automotive sales have nearly 
doubled from 1933 to 1936. 


“Sales in 1932 fell 72 per cent 
below 1929,” Benson said, “and the 
trade, having weathered that 
storm, is alert to prevent, if pos- 
sible, legislation that would be 
deterrent.” 


PATA is Located 
In New Offices 


PHILADELPHIA. — The Phila- 
delphia Automobile Trade Assn. 
is now located in new quarters on 
the eighth floor of the Inquirer 
Bldg. at 400 North Broad St. 

A recent “open house” cele- 
brated the opening of the new 
offices. The new PATA home in- 
cludes a lounge with bar, with one 
entire side laid out as a dining 
room, divided to allow either 
meals or meetings for private 
members and trade groups. The 
directors’ room is also available 
for private group meetings. A 
large kitchen is capable of serv- 
ing up to 200 guests. 

On Washington’s birthday nearly 
300 members and friends attended 
an afternoon and evening celebra- 
tion. 




















































Will Use Autorailers 


RICHMOND, Va. (UTPS) —Auto- 
railers will be put in service between 
Rosslyn and Fairfax by the Arling- 
ton & Fairfax Auto Railway Co., 
which recently purchased at auction 
for $80,000 the property of the Ar- 
lington & Fairfax Railway Co. 














Automotive Exports 
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Car-Chassis Shipments 
Valued at $103,024,254 


WASHINGTON. — Continuing , 1935. 
the steady improvement in the 
foreign demand for American au- 
tomotive products which has been 
evidenced since the low ebb of 
1932, exports during 1936 advanced 
for the fourth successive year and 
reached a total valuation of $250,- 
473,343. This figure compares with 
shipments worth $82,185,100 in 
1932, $93,968,383 in 1933, $196,313,- 
555 in 1934, and $233,813,245 in 


Pass. Cars and Chassis 
Class: 
Not over $850 
Over $850, not over $1,200.. 
Over $1,200, not over $2,000 
Over €2,000 


165,501 
11,758 
1,817 


179,957 

The Union of South Africa was 
again the leading country of des- 
tination for passenger cars, with 
Australia and Belgium retaining 
the second and third positions of 
importance. The 15 chief markets 
for passenger cars included the 


Destination 
Union of So. 
Australia 
Belgium 
Argentine 
Sweden 
United Kingdom 
Japan 
Canada 
Mexico 
New Zealand 
Brazil 
British India 
Cuba 


35,817 
17,804 
11,315 
11,047 
10,130 
8,813 
7,966 
7,771 
7,384 
6,469 
5,815 
3,800 
3,655 
Philippine Islands 3,034 
Egypt 2,457 
Exports of motor trucks, buses 
and chassis amounted to 105,799 
units, worth $54,854,366, as against 
98,811 units valued at $50,456,406 
for the previous year. Each of the 
weight groups accounted for an 
improved valuation, and _ ship- 


Motor Trucks, Buses and Chassis 
Class: 
Under 1 ton 
1 ton, not over 1Y, 
14% and not over 2% 
Over 2% 
Bus chassis 


Total 





From a unit standpoint, Japan 
and Australia remained as the 
two most important purchasers of 
American trucks. However, in ac- 
tual valuation Mexico represented 
the leading market, followed by 
Destination 

Japan 

Australia 

Union of So. 

British India 

Brazil 

Mexico 

Argentina 

Sweden 


The average unit export value @- 


for passenger cars and trucks dur- 
ing the year just closed was $572 
and $518, respectively, as com- 
pared with $541 and $510 in 1935. 

In the miscellaneous automotive 


group, the export total was placed | 
at $92,594,723 in comparison with} 


$90,846,082 for the year 1935. 


Packard Adds Newton 


To Wholesale Force 
DETROIT.—As a part of a gen- 
eral program for improving serv- 
ice and sales facilities in lower 
Michigan, according to Henry 
Whiting, general manager, the 
Detroit branch of the Packard 
Motor Car Co. W. F. Newton has 
been appointed wholesale man- 
ager. 

Newton has been engaged in 
motor car wholesale activities for 
the past 11 years in Detroit, New 
York, Philadelphia, Chicago, Bos- 
ton and Cincinnati. With the 
larger activities which have fol- 
lowed advent of the Packard One 
Twenty and six, Wayne and the 
15 counties of Michigan nearest 
to it, the territory of the Detroit 
branch, now have 37 Packard 
dealers all equipped with complete 
service facilities. 


@ Shown by the following table: 


No.—1936—Value 


~@ years 1935 and 1936: 
No.—1936— Value 


| ments to bus chassis increased 


@ follows: 
No.—1936—Value 


No.—1936—Value 





1935. The total for the year just 
ended represents an increase of 
6.2 per cent over that recorded 
during 1935. 

Shipments of passenger cars 
and chassis totaled 179,957 units, 
valued at $103,024,254, as com- 
pared with 172,572 units, worth 
$94,510,757 in 1935. In each of the 
various price groups the demand 
was noticeably improved as is 


No.—1935—Value 


$81,867,580 

8,304,968 
224,426 
113,783 


161,535 
8,759 
1,463 2, 

815 7 


$86,788,566 
11,238,283 
2,722,621 
2,274,784 


$103,024,254 172,572 $94,510,757 
identical countries as in 1935, al- 
though their positions of relative 
importance were altered during 
the past 12 months. The fol-| 
lowing table shows the number 
and value of passenger car exports 
to the leading markets for the 


No.—1935—Value 
29,295 $15,830,363 
21,555 8,131,700 
15,640 7,914,886 | 
9,507 4,896,809 
10,200 ,207,696 

7,006 ,694,028 

9,938 ,816,544 
»511,073 2,859 ,779 290 
,745,841 7,211 .744,365 
241,259 6,024 ,912,072 
328,234 5,915 ,155,899 
209,556 4,245 ,442,061 
488,556 3,105 .958,366 
,189,238 2,880 ,967,848 
»713,111 2,508 ,579,863 


$19,829,696 
6,604,794 
6,318,740 
5,679,390 
5,414,905 
6,174,043 
,755,490 


wo 
a oe a ae ee 
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from 266 units and $321,629 dur- 
ing 1935, to 2,128 and $1,028,683 for 
the year under review. The totals 
for each capacity group during 
the two-year period were as 


No.—1935—Value 


9,982 
72,103 
14,057 

2,403 

266 


$ 3,369,120 
32,813,663 
10,380,179 

3,571,815 
321,629 


$ 5,987,790 
32,980,323 
10,550,312 
4,307,258 
1,028,683 


$54,854,366 98,811 $50, 456, 406 
@the Union of South Africa and 
Australia. The eight most promi- 
nent countries of destination for 
trucks, buses and chassis during | 
1936, together with their pur- 
chases in 1935, were as follows: 

No.—1935—Value 

8,872 $2,833,863 
3,454,618 7,571 3,553,747 
3,721,133 ,392 2,302,630 
2,388,382 s 1,802,753 
2,983,054 297,125 
3,968,705 ,830,333 
2,379,183 .280,046 
1,854,727 390,847 


$2,594,696 





Couzens’ Estate 


Set at $31,500,000 


DETROIT. — The inventory of 
the estate of former Senator 
James Couzens, one of the found- 
ers and for many years an officer 
of the Ford Motor Co., was ap- 
praised this week at approxi- 





mately $31,500,000. 

Couzens made his original for- 
tune with Ford and resigned Oct. 
12,1915. On an original investment 
of $2,400, Mr. Couzens received 
dividends of nearly $30,000,000. 


Transfers Cut Pa. Motor 


Fund Over $2,000,000 


HARRISBURG, Pa. (UTPS).— 
The state motor fund showed 
more than a $2,000,000 drop during 
the past month, due mainly to 
transfers made by the legislature 
for relief purposes. 

The fund contained $16,465,066 
on Mar. 1 as compared with $19,- 
284,382 on Feb. 1. The fund on 
Mar. 1, 1936, contained $21,070,425. 


°36 Advance 6.2 Per Cent 


| Parts ‘Shipments 


LOADING UP. Buick cars are leaving the factories at Flint by 
the trainload as production rises to meet demand, Approximately 172 
per cent of output is shipped by rail with highway transport and lake 
freighters accounting for the rest. Shown here is the method of load- 
ing freight cars at the Buick shipping docks. 


Buick Shipping Dept. 


Is 


FLINT.—With more than 1,000 
cars a day rolling off the as- 
sembly line in Flint and addi- 
tional volume being attained in 
the General Motors assembly 
plant near Los Angeles, the 
shipping department of the Buick 
division of GM is a scene of ac- 
tivity paralleling that of the 
busiest production department. 

Finished cars, parts and sub- 
assemblies daily are shipped out 
of the Flint factories by rail and 
truck to meet the heavy demand 
from dealers throughout’ the 
country and supply the require- 
ments of assembling plants and 
export. 

Of the total Buick production, 
72 per cent or nearly 8,200 cars 
daily are loaded into freight 
trains by the Buick shipping de- 
partments in Flint and in South 
Gate, Calif., for delivery to deal- 
ers and distributors and to 20 
zone warehouses in strategically 


Bendix Sales 
Conclave Set 


For May 25-28 


CHICAGO.—The annual sales 
convention of the Bendix Products 
Corp. will be held in South Bend, 
Ind., May 25 to 28, according to 
Frank B. Willis, vice-president in 
charge of sales. 

More than 600 Bendix distribu- 
tors will attend the convention, 
according to Willis. They will 
come from all parts of America 
and Canada. 

A full four-day program has 
been arranged. Speakers who have 
gained national prominence as au- 
tomotive equipment merchan- 
disers, national experts on traffic 
safety and prominent distributors 
in major markets will be featured 
in the day-time sessions. The eve- 
nings will be given over to relax- 
ation and sports of various forms. 


One of the features of the meet- 
ing will be a complete “automobile 
show” of Bendix products. This 
will be held in one of the com- 
pany’s buildings in South Bend. 

The keynote of the convention 
will be “more sales in 1937” and 
the company has offered a $100 
prize for the best slogan submit- 
ted by a distributor. Plans have 
been made so that every speech 
made, all merchandising discus- 
sions and helpful information dis- 
pensed at the convention will be 
forwarded to distributors and 
dealers at the close of each ses- 
sion. 


Being Kept 


Busy 


located cities throughout’ the 
United States. 

The remaining volume is loaded 
into motor transport trucks and 
shipped to dealers and distribu- 
tors in Saginaw, Detroit, Cleve- 
land and other nearby points. 
Cars are trucked to Muskegon, 
Mich., and loaded into lake 
freighters, for delivery in Mil- 
waukee and nearby points. Dur- 
ing the navigation season, exten- 
sive Use is madé¢ of’Great Lakes 
shipping in the transport of cars, 
trucks depositing the automobiles 
at various lake ports. 

The assembly plant at South 
Gate, a suburb of Los Angeles, 
trucked 28 per cent of its De- 
cember production of 3,296 cars, 





to Los Angeles and surrounding 
territories, while the rest were 
shipped by rail to distributors and 
dealers in California, Nevada, 
Oregon, Washington and in parts 
of western Idaho, Utah and 
Wyoming. 

Prior to the production of 1936 
models about 2,000 cars were 
shipped by ocean liners every 
year from New York City to Los 
Angeles, San Francisco, Tacoma, 
Seattle and Portland via the 
Panama Canal. Until the long- 
shoremen strike tied up shipping 
ports in the Gulf of Mexico this 
year, the Flint factory transported 
300 units yearly to Baltimore by 
rail, from which point they were 
loaded into boats and shipped to 
several ports in Texas, including 
Galveston, Houston, Corpus 
Christi and Brownsville. 

Cars billed for export are all 
freighted to New York City and 
San Francisco, where they are 
loaded into ocean liners for de- 
livery to all parts of the world. 
This comprises 10 per cent of the 
entire volume during the course 
of a year, 75 per cent of which are 
boxed for shipments and 25 per 
cent are left unboxed. 

“The day will probably come 
when our largest volume of ex- 
port trade will be left unboxed, 
depending, of course, on how 
much the steamship companies 
will increase their facilities to 
handle the cars,” said Rex Reese, 
traffic manager of Buick. 

“A large part of the boxed or- 
ders include disassembled cars 
which are shipped to General Mo- 
tors assembly plants in different 
parts of the world,” he explained. 

Because it is against the 
shipping policies of GM to re- 
lease cars for delivery under their 
own power, every Buick car is 
shipped by rail, boat or by truck, 
except approximately 300 a month 
that are called for by purchasers 
in Flint and in South Gate. 


Increase, MEMA 
Report Reveals 


NEW YORK.—According to 
manufacturers reporting their 
monthly business figures to the 
Motor and Equipment Manufac- 
turers Assn., January shipments 
for the aftermarket made the 
usual seasonal gains for that 
month. However, since a 20 point 
loss appears in original equipment 
shipments due to holding up of 
orders from car factories, the 
grand index of all _ branches 
dropped 10 points. 

With the exception of accessor- 
ies, which is a variable classifica- 
tion, all indices are above those 
of last year for the same month. 

The January grand index for 
all groups reporting dropped to 
154 per cent of the January, 1925, 
base index as compared with 164 
per cent in December, 1936, and 
145 per cent in January, 1936. 

Shipments to vehicle manufac- 
turers for original equipment in 
January declined to 178 per cent 
of the base index from the 198 per 
cent registered in December. The 
January, 1936, index was 156 per 
cent. Service parts shipments to 
wholesalers in January rose to 
116 per cent, which compares with 
113 per cent in December and 114 
per cent in January last year. 

Accessories shipments to whole- 
salers in January stood at 93 per 
cent of the base. This is 10 points 
higher than the 83 per cent for 

December, but a decline from the 
170 per cent for January, 1936. 
Service equipment shipments to 
wholesalers for January advanced 
to 99 per cent of the base index. 

This compares with 91 per cent in 

December and 85 per cent for 
January, 1936. 


Northrup Sees 
End of Gearshift 


Levers on Cars 


DETROIT. — Predicting rapid 
strides for the automatic gear- 
shift on cars, H. M. Northrup, 

chief engineer 
of the Hudson 
Motor Car Co., 
believes that the 
shifter lever on 
vehicles today 
will vanish in a 
few years. 
“One very 
good reason for 
my belief is the 
growing impor- 
tance of the de- 
mand for room- 
H. M. Northrup iness in the car,” 
he declared. “Our Terraplanes and 
Hudsons are six inches wider 
across the front compartment 
than the last year’s models, but 
the removal of the gearshift lever 
in our cars equipped with the 
electric hand contributes more to- 
wards roominess in the front seat 
than even this added width. 

“The hands should be removed 
from the steering wheel as sel- 
dom as possible in driving. This 
means that the gearshift control 
should either be entirely auto- 
matic or should be accomplished 
by devices on or adjacent to, the 
steering wheel. This is not only 
a matter of convenience but is 
actually a valuable safety feature. 

“We may differ in the industry 
as to the degree to which a trans- 
mission should be made auto- 
matic, but when it comes to elimi- 
nating the shifter lever we are 
quite unanimous as the future will 
prove. 

“There are some engineers who 
believe that the transmission 
should be entirely automatic and 
should shift in accordance with 
speed or torque. Others believe 
that the ‘thinking’ should be left 
to the driver and that the auto- 
matic features of the transmis- 
sion should be under the option 
to the driver. 
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Random Reasoning 


FFORTS to revive NRA, in our estimation, are less 
wise than well intentioned. As an emotional stimulant 
now it would be valueless. None can deny, however, that 
the inspiration of the original NRA was a big factor in 
leading us back toward prosperity. It was not so much 
what the law actually did for us but rather what we 
thought it would do that made it possible for us to do 
things for ourselves. A second dose would fail in this re- 
spect, and we fear that a revised NRA would be in much 
the same position as that of a second husband of the 
widow who is just beginning to appreciate the virtues of 
Husband No. 1. oe 

We understand that any NRA now would be limited 
largely to control of hours and wages. Labor just at the 
present under John L. Lewis seems to be doing pretty well 
for itself. We are not sure either that this latter develop- 
ment is all good if it is carried too far. Most such move- 
ments are carried too far. None will disagree, we think, 
with the theory that the employer of tomorrow must of 
necessity acquire an entirely new conception of his place 
in the picture. Mr. Lewis, by what most bosses consider 
harsh methods, is making that clear. But if Mr. Lewis car- 
ries too far he will defeat the desirable aim of bringing 
the employer and employe closer together and will actually 
drive them further apart—drive them into factions. 

Employers and employes of tomorrow, unquestionably, 
will be groups of human beings joined under unified leader- 
ship in order that their combined efforts may result in 
profits to all in the group, with the resultant mutual secur- 
ity. The employer who does not adjust his thinking to this 
new picture will find it hard trudging—largely mental 
trudging. Thus the old-line employer, who boasts: “I car- 
ried my men through the depression,” must come to real- 
ize that this was no personal philanthropy on his part but 
an honest sharing of surpluses to which each worker con- 
tributed during “good times.” 

We do not agree with Lewis’ aims and certainly deplore 
his methods, but condonement of his activity in the past 
few months indicates the sweep in the tide of national 
thinking. Rapid adjustment to new conditions is the first 
test of leadership. The employer who gives careful thought 
to these coming changes now will be most likely to save 
himself worry in the future. 


Selling Accessories 


ORROBORATING ADN’s campaign urging dealers to 
erect neighborhood sales and service station buildings 
and make a definite effort to increase their profits through 
the sale of accessories and parts, in addition to gasoline 
and oil, comes a survey by the Chek-Chart Corp. point- 
ing out the same profit possibilities for gasoline dealers. 
This survey points out that most car owners visit the same 
station for their supplies and service, and that the gaso- 
line dealer can make as much as two cents per gallon 
extra profit through active accessory merchandising. This 
is the story that ADN has hammered home to dealers for 
the past three years. It is an old story but still good. Gaso- 
line and oil are stable needs for the motorist. Chek-Chart 
estimates that the average motorist visits a gas station 
125 times each year. This is customer contact that dealers 
should not overlook. 








Worse Than 
War 


THERE MAY BE some statisti- 
cal comfort in the fact that motor 
vehicle travel, measured by gaso- 
line consumption, increased by 11 
per cent in 1936 and the deaths 
for which motor vehicles were re- 
sponsible by only 4 per cent. Only 
4 per cent! But they will de. They 
run up the total of automobile 
fatalities for the year to a grue- 
some 38,500 and establish a new 
disgraceful record of lawlessness, 
recklessness and boorishness. To 
read the preliminary report of the 
national safety council and to 
study the grisly analysis of fatali- 
ties circulated by the Travelers 
Insurance Co. is to seek for even 
harsher terms to designate the 
killers of the highway. 


Was the weather to blame for 
these 38,500 deaths? Of every 100 
fatal accidents 85 occurred in 
fair weather. 


Was skidding on slippery roads 
the cause? The tables make it 
plain that out of every 100 fatal- 
ities 77 occurred on dry roads. 


* * * 


WERE DRIVERS OR pedes- 
trians drunk? Only 7 per cent of 
the killers behind the wheel and 
9 per cent of those killed on foot 
had been drinking. 


Were the death-dealing cars at 
fault? Only 2 per cent had bad 
brakes; only 1 per cent had not 
been equipped with chains; Only 
% per cent had defective steer- 
ing gears. 


The finger of the statistician 
points at the man behind the 
wheel. Three out of five accidents 
are his fault. He stands accused 
of blundering, of disregarding the 
rights of others, above all, of 
flouting the law. Out of 553,240 
accidents, 116,780 were caused by 
drivers who exceeded the speed 
limit; 87,450 by others who pre- 
ferred the wrong to the right side 
of the road; 124,250 by a third 
group who ignored rights of way. 


* * * 


THE FIGURES TELL an un- 
mistakable story of lawlessness, 
of reaching a destination at the 
highest possible speed in defiance 
of signs, lights and human rights. 
The picture becomes all the more 
appalling when we add the 
“minor” accidents to the deaths. 
About 110,000 were permanently 
injured and 1,230,000 temporarily 
in our banner year, 1936. All our 
wars together were not like this 
carnage of peace. 


Since 1922 we*have killed 417,- 
696 on the road. Any one of us is 
11 times as likely to be killed or 
injured in an automobile accident 
this year as to win even a small 
prize in a sweepstake, according 
to the statisticians of the Travel- 
ers Insurance Co. 


* * * 


WHAT CAN BE DONE? We 
study the tables thinking that 
perhaps there is some relation 
between density of population and 
accidents. There is none. Our 
crowded cities, where the white- 
gloved hand of the law rules at 
every important street intersec- 
tion, are far safer than the rural 
highways. Moreover, in 19 states 
which include New York and 
Ohio as well as thinly populated 
Nevada, Utah and South Dakota, 
motor vehicle fatalities were 
actually reduced in 1936. The 
praiseworthy record of these 19 
is the direct result of legislation, 
law enforcement, education and 
organized movements to promote 
safety. But with considerably 
more than half the union piling 
up deaths by reckless driving, we 
have still far to go before we can 
cali our highways even reason- 
ably safe—New York Times. 








AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 6, 1937 


The Great Divide 


in This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this space 
Anonymous contributions will 
be observed upon request. 


Legislation 

STORY ON LEGISLATION 
PENDING IN STATE OF 
WASHINGTON FEBRUARY 27 
ISSUE MOST INTERESTING 
AS SUGGESTIVE POLICY FOR 
MANY DEALER ASSOCIA- 
TIONS. ACCOUNT MANY 
LEGISLATURES IN SESSION 
WOULD BE MOST HELPFUL 
IF YOUR NEXT ISSUE PUB- 
LISHED SUMMARY OF 
DEALER LICENSING OR REG- 
ULATORY LEGISLATION 
PENDING IN OTHER STATES. 
APPRECIATING YOUR FAVOR- 
ABLE CONSIDERATION.—AU- 
TOMOBILE TRADE ASSN. OF 
MARYLAND, BALTIMORE. 


Anti-Dumping 

Under date of Feb. 20 the Auto- 
motive Daily News had a front 
page story, stating that “Connec- 
ticut Wars on Dumping.” 


The special session of the legis- 
lature of the state of Alabama ad- 
journed Friday night, Feb. 26, and 
the Automobile Dealers’ Assn., of 
Alabama was happy over the fact 
that not only was a bill similar 
to that mentioned in your most 
excellent paper, of the above date, 
passed unanimously by both 
houses of the legislature, but our 
greatest victory was the fact that 
the general sales tax of 2 per cent 
passed by the legislature, ex- 
empted used cars completely and 
the tax imposed on new cars was 
cut to one-half of 1 per cent. 


This association has made a 
very careful digest of the statis- 
tics, showing the burden of taxes 
carried by our industry of this 
state over a period of two years, 
so that when the legislature op- 
ened in November we were ready 
to present unconvertable evidence, 
supporting our claims before that 
body. 

In that you are interested in all 
matters of this type, we are en- 
closing a somewhat lengthy bul- 
letin mailed to each dealer in the 
state this week. Many wires, 
phone calls, -and letters have 


for 
not 


icing their opinions or ideas. 
be accepted but confidence will 


asked us to be explicit in our in- 
terpretation of the present law, 
and therefore the length of this 
bulletin. 

With good wishes for you and 
your newspaper.—C. E. Anderson, 
executive secretary, the Automo- 
bile Dealers’ Assn. of Ala., Bir- 
mingham, Ala. 


Coming Events 


MARCH 


i- 6-North Bergen, N. J. 
automobile show. 

2-5— Philadelphia. Seventh Annual Automo- 
tive Maintenance Demonstration. Term- 
inal Commerce Bldg. 

9-12—Pittsburgh. Third Annual Automotive 
Maintenance Industries Show. Motor 
Square Garden. George A. Ley, show 
manager. 

11-12—Washington, 
nautic meeting, 


Hudson- Bergen 


D. C. SAE National Aero- 
Mayflower Hotel. 


APRIL 


15-16—Cleveland. National Petroleum Assn. 
34th Semi-annual Meeting. Cleveland 
Hotel. 

15-16—Baltimore. SAE Regional Transporta- 
tion and Maintenance meeting. 

19-24—London, England. International Assn. 
for Testing Materials. Second Interna- 
tional Congress. 

21-23—Peoria, Il. SAE National Tractor meet- 
ing, Pere Marquette Hotel. 

24-28—Chicago. Illincis Automotive 
Fourth annual automotive exhibit. 
Pier. 


Asan. 
Navy 


MAY 


2—Milwaukee, American Foundrymen’s 
Assn. 4ist annual] convention and ez- 
position. Milwaukee Auditorium. 
4-9—White Sulphur Springs, W. Va. SAE 
Summer meeting, Greenbrier Hotel. 
14-21—Tutsa, Okla. International Petroleum 
Exposition. 
17-21—Detroit. American Society of Mechanical 
Engineers. Spring convention. 
20-23—San Francisco. Secend annua) Automo- 
tive Maintenance show. Civic Audi- 
tortum. 
29-Sept. 6—Cleveland. 
sition. 


1937 Great Lakes Expo- 


JUNE 

1- 3—Colorado Springs, Colo. American Pe- 
troleum Institute. Mid-year meeting. 
Broadmoor Hotel. 

21-24—Chicago. Automotive Engine Rebuilders’ 
Assn. 15th annual conventica. 

28-July 2—New York. American Society for 
Testing Materials. 40th annual meeting 
and exhibit of testing apparatus and 
equipment. Waldorf-Astoria Hotel. 


OCTOBER 
7-9—Los Angeles. SAE National Aircraft 
Production meeting. 
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7h MORE EMPLOYEES 
ON CINCINNATI FACTORY PAYROLLS 
THAN IN 1929! 


Pe eters 


: 
: : . 


INCINNATI factories are again back on a 
C. high geared production stride. Manufactur- 
ing plants in the flood area are, for the most part, 
back on a normal operating basis. The Cincinnati 
Chamber of Commerce reports that local industries 
show a 7% increase in number of employees over 
1929! Business IS good in Cincinnati! 

Industry in Cincinnati is highly diversified, mak- 
ing for stability of employment and business in 
general. The city’s 2,200 manufacturing plants 
represent 228 industries out of a possible 319 
classified by the census. 

In the production of soap, machine tools, and 
playing cards, Cincinnati leads the world. Two of 
the largest sheet metal mills in the United States 


and varnishes, floor coverings, household 


appliances, cleaners . . . in fact, more of 


CINCINNATI TACKLES A BIG JOB! 


According to figures of the Reuben H. Donnelley Corp., 
approximately 4,116 commercial industrial concerns and 
manufacturing plants and 24,340 residences were in the 
metropolitan Cincinnati flood area. Various sources esti- 
mate property damage at $25,000,000. 


are within the metropolitan area. 

With a $25,000,000 post-flood rehabilitation job 
ahead, with Cincinnati needing more building ma- 
terials, clothing, medical and toilet goods, paints 


everything than normally, advertisers will 
find the 163,748 daily buyers of The 
Cincinnati Post a particularly responsive 
market. 


The Cincinnati Post 
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Tex. Dealers Puzzle 


Over Marker Ruling 


SAN ANTONIO, Tex.—Harras- 


sed by recent court rulings, which | 


held that a private firm cannot 
operate its trucks over Texas high- 
ways without a permit from the 
Texas railroad commission, and 
which has retarded the sale of 
motor trucks, Texas automotive 
dealers are now in a quandary 
over an opinion handed down by 
the Hon. Leonard King, assistant 
attorney general, in which he held 
that a dealer could not use a card- 
board number in transporting cars. 

This latter opinion is so far 
reaching in its scope that it takes 
away the dealer’s privilege of 
transporting cars from the un- 
loading depot to his place of bus- 
iness. Under the ruling, a dealer, 
who maintains business establish- 
ments in more than one city, can- 
not operate cars from one place 
of business to the other under the 





cardboard number of dealer’s li- 
cense plates. 


According to the letter of this| 


ruling, neither,is a dealer permit- 
ted to drive a car to his place of 
business under his license or card- 


| board number, on a car that has 


been purchased or exchanged with 
another dealer; in other words, 
the opinion holds that a dealer’s 
license or distinguishing number 
can be used only for the purpose 
of actual demonstration for the 
purpose of sale. 

In the latter part of 1933, mem- 
bers of the Texas Automotive 
Dealers Assn, were confronted 
with this same situation when an 
assistant attorney general issued 
an opinion similar to the present 
ruling. This situation was cor- 
rected, however, early in 1934 


through conference, and the let-| 
ter of opinion was reversed by 


holding that any manufacturer or 
dealer in this state has the legal 
| right to temporarily operate a mo- 
itor vehicle on the highways, in 
bringing the vehicle from the 
place of purchase to the dealer’s 
place of business with only the 
|dealer’s license plate or distin- 
guishing number attached thereto; 
|that the temporary operation was 
|an integral and necessary part of 
ithe operation for demonstration 
| for the purpose of sale. 


From the many different opin- 
ions issued, it appears evident 
that the statute is not sufficiently 
clear. To clarify this situation, a 
bill has been introduced in the 
| present legislature which sets out 
in unmistakable language the rea- 
son for the dealer’s license plates 
and card board numbers and how 
and when they may be used. This 
bill has already been passed by 
the senate, and efforts are being 
made to get it through the house. 

The campaign for this legisla- 
tion is being led by W. A. 
Williamson, former state senator 
and vice-president and general 
manager for the Texas Automo- 








tive Dealers Assn, 
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Chevrolet Battery Package 


Given First Place Honors 


place for the most effective ship- 
ping container, from the stand- 


struction ingenuity, to the Chev- 
rolet division of the General Mo- 
tors Sales Corp. was announced 
recently by the Wolf Awards Ad- 
ministration. 

The award was made in a na- 
tional contest with scores of en- 
trants for the packaging of the 
Chevrolet battery. The battery 
package, which won first place, 
was introduced a year ago after 
careful investigation by members 
of the parts and accessories de- 
partment under the direction of 
M. D. Douglas, manager. Experi- 
mentation with the new container 
was begun about the middle of 
1935, Douglas declared, with a 
view to determining the possi- 
bility of using a corrugated car- 
ton for the packaging of batteries. 

Previously, the department had 








ITS WHAT YOU DO WITH 
THE METAL THAT COUNTS 


Vp De vie EZ 


BRINGS TO STEEL BODY COMFORT AND LUXURY 


tna 


“MAKE MOTORING SAFER!” Under the whiplash 


of this dramatic appeal, 


the steel body had its begin- 


ning — a basic, utilitarian beginning. But the com- 
pletely substantial and fully comfortable steel body 


was still to come. 


Loose-jointedness, tinniness, semi-solidity—all these 
had to be eliminated before a true craftsman could 


honestly say, “This is the steel 
body at its luxurious best!” 


Yet that’s just what you hear 
today of the new UNISTEEL 


TURRET TOP 
FISHER — and there’s 
good reason for that. 


For here is the first integrally 
fused steel body of its kind 
with comfort and luxury to a 


custom-built degree. 


You ride not only with a seam- 
less steel Turret Top overhead, 
steel underfoot, steel in front,and 
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on your right and left — you ride also in a solidly 
silenced steel body in which all steel parts have 
been fused into one inseparable steel unit — with 


all the steel panels insula 
and noise. 


ted against heat, cold 


But remember, the Unisteel Turret Top Body by 
Fisher is available only on General Motors cars. 





TWO STEEL PANELS 
WELDED TO FORM 
CENTER PILLAR 


STEEL 
ROOF RAILS 


STEEL BODY 
PANELS REINFORCED 
WITH STEEL 
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The inside story of 
Unisteel construction 
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DETROIT.—The award of first 
|erates or paper fibre hoods for 


point of merchandising and con-| 





| terminals 











used either wooden, wire-bound 
protection in shipping and stor- 
ing wet storage batteries. Officials 
decided that a new container em- 
bodying five features was _ re- 
quired to provide ample protec- 
tion for both battery case and 
terminals; to insure that no acid 
might come into contact with the 
person handling he battery; to 
provide as much ease of handling 
as possible; to keep the battery 
clean; and to assure the customer 
that the battery was genuine. 
The introduction of a double- 
wall corrugated board was made 
to protect the battery case and 
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CHEVROLET'S prize - winning 
battery package is shown above. 
The package, introduced a year 
ago, won first honors in the an- 
nual Wolf Awards competition, 


completed recently. 


from sudden shocks. 
Impregnation of the inner surface 
of the carton with paraffin re- 
duces the possibility of danger 
from acid in handling, as did the 
addition of a handle on top of 
the carton, which enables a per- 
son handling the package to carry 
it with one hand and away from 
the body. This feature also made 
the package as easy to handle as 
possible. 

Cleanliness was assured by 
completely covering all surfaces 


|of the battery in packaging. 


The last step was to provide 


ivents for air circulation within 


the carton so that the battery 
would no perspire either during 
shipment or in storage. These 
slots were cut to correspond with 
the handles on the battery itself. 










| Car Owners 
| In Colo. Pay 


Heavy Taxes 





DENVER.—The following fig- 
ures gathered by the Colorado 
highway user’s conference gives 
indication as to the giant the 
automobile industry is in Colo- 
rado: 

All taxes on motor vehicles and 
their owners, open and hidden, 
are estimated at $16,000,000, or an 
average of $57 per vehicle per 
year. 

Colorado-owned autos traveled 
1,986,000,000 miles in 1934—prob- 
ably well over 2,000,000,000 miles 
in 1936, with increasing travel. Of 
the 1934 total, trucks and buses 
traveled 375,000,000 miles. 

Passenger cars averaged 6,500 
miles a year; trucks and buses 
12,600 miles. 

Nearly three-fourths of all travel 
by Colorado-owned cars was in 
the state. 

More than 60,000 persons di- 
rectly and indirectly depend on 
the automobile for employment, 
including road workers. They to- 
tal 15 per cent of all persons gain- 
fully employed in Colorado. The 
annual payroll is more than $40,- 


Tourists brought into the state 
more than $70,000,000 in 1934. 


Foreign sales of motor vehicles of 
United States design totaled 507,718 
in 1936. 
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FIRST IN NEW YORK 


x *k * 


In the first two months of this year 
automotive advertisers placed 65,489 lines of 


advertising in The New York Times 


9,007 lines more than in any other 


New York newspaper 


A gain of 11,176 lines over the 


same period last year 


The greatest gain in automotive 


advertising in New York . 


x *k * 


Because-- 


Che New York Cimes 


--sells New York’s basic market 


Tie ek te 
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Better Used Car Market 


Low-Income Groups 


Own 50% of Cars 


WASHINGTON.—More than 50 
per cent of all automobiles in use 
in a cross-country group of nine 
cities, and considerably more than 
50 per cent of all reported me- 
chanical refrigerators in these 
cities, were found to be in the 
possession of families reporting 
incomes between $1,000 and $3,000, 
according to a consumer-market 
study released this week by the 
bureau of foreign and domestic 
commerce, department of com- 
merce. 


This study bears directly upon 
characteristic differences in liv- 
ing standards among the various 
income classes and reveals fac- 
tual data for the use of business 
organizations in better covering 
and better serving the consumer 
market. 


These statistics, gathered in 


1934 from families giving infor- 


mation concerning their use of 
certain “durable goods” items and 
the amount of the family income 
for the preceding year, cover 
about 12 per cent of the entire 
family population of Portland, 
Ore.; Casper, Wyo.; Oklahoma 
City; Paducah, Ky.; Frederick, 
Md.; Des Moines, Ia.; Lansing, 
Mich.; Erie, Pa.; and Burlington, 
Vt. 


The importance of the lower in- 
come groups as consumers, de- 
spite the fact that many low-in- 
come families reported the ab- 
sence of modern equipment, is ex- 
plained by figures revealing that 
in these cities considerably more 
than three times as many fami- 
lies reported incomes between 
$1,000 and $2,000 as there are 
families claiming incomes  be- 
tween $2,000 and $3,000. 


In most cities studied the large 





group reporting incomes of less 
than $1,500 included about twice 
as many families living in homes 
equipped with bathtub or shower 
installation as reported in all 
higher income classes combined, 
although 20 per cent of all fam- 
ilies with incomes of less than 
$1,500 had no installed tub or 
shower. 

Consumer reports from these 
cities are also alike in revealing 
electricity used for lighting by 
practically all families with in- 
comes of $1,000 or more and by 
the majority of those reporting 
yearly incomes of less than $500. 

This report, entitled “Consumer 
Use of Selected Goods and Serv- 
ices by Income Classes” and 
further identified as Market Re- 
search Series No. 510, was pre- 
pared by Ada Lillian Bush, chief, 
consumer market section, mar- 
keting research division. Copies 
are available at 25 cents each 
from the bureau of foreign and 
domestic commerce at Washing- 
ton, or through any of the bur- 
eau’s offices in principal cities. 





Is Expected in Seattle 


SEATTLE. — After the usual 
winter lagging in used car buying, 
the outlook is for a brisk spring 
and higher prices in the used car 
market, according to W. R. Mc- 
Farland, manager of McFarland 
Motor Co., Ford dealer. 


“Prices are still low,” declared 
McFarland, “but now that real 
spring weather is just around the 
corner, demand will boost the 
prices. Present stocks are large, 
but they will soon be reduced, in 
my opinion.” 

At other dealerships, used car 
stocks are piling up, due to pre- 
ponderance of demand for new 
cars. 

Max Whitcomb, president of 
Packard Seattle Co., reports a nice 
spurt in new car sales, with the 
introduction of the six, and es- 
pecially with the passing of Mar. 
1 as tax levying time. 

Service and repair work is es- 
pecially brisk at Howard Motor 





To the great body of automobile dealers... 


who have taken a stand against 


“packing”... we say 


MORE POWER TO YOU! 


“Packing” the finance charge with amounts that don’t 
belong there is a practice which has no place in the 


business of selling automobiles. 

We are one hundred per cent with the great body of 
reputable dealers and the dealer associations who are 
striving to eliminate this evil. 

C. I. T. has always worked for the interests of good 
dealers. We have always been for anything which would 
help dealers and against anything which would be con- 


trary 


to dealers’ interests. 


“Packing”, if allowed to persist, will injure both the auto- 
mobile dealer and modern instalment buying upon which 
so many sales depend. In the interest of preserving public 
good will towards America’s First Industry, we are with 
you, and will do all in our power to further your program. 


NEW YORK 


PRESIDENT 


C. I. T. CORPORATION 


CHICAGO 


SAN FRANCISCO 


|ceptances will be made 
|order in which applications are 
| received. 





Co., Ford dealers, where a dozen 
mechanics are kept busy in this 
department. 


Settlement of industrial strikes 
in the northwest is seen as the 
forerunner of new sales records 
by S. L. Savidge, head of S. L. 
Savidge, Inc., Dodge-Plymouth 
dealer and distributor. 

“January and February sales 
were held largely to normal,” he 
said. “This was due to unfavor- 
able weather and labor unrest. 
But now the way is clear to sub- 
stantial improvement. In the truck 
field, many smaller fleet operators 
have put off buying new equip- 
ment. This delayed buying is about 
to manifest itself.” 


A factor in new truck buying 
is the impending state periodic 
inspection of motor vehicles. Much 
of the delapidated equipment 
stands to be replaced, as the op- 
erators must meet the safety re- 
quirements. Service and repair de- 
partments look for stimulation, 
especially in the rural districts, 
where so. many farmers do their 
own repair work, which is not 
likely to be within the tolerance 
of the proposed law, even though 
it may be very liberal. 


Anderson Buick Co., recent suc- 
cessor to Eldridge Motors, -nc., 
finds its service business especially 
increased since removal to its new 
downtown location. 

The used car appraisal bureau 
has started operation and dealers 
have high hopes it will stop the 
reckless practice of over-allow- 
ance and wild trading. 

Some of the dealers have been. 
visiting the state capital where 
the lawmakers are in_ session. 
There is keen interest in the sev- 
eral measures the dealers would 
like to see enacted into law, such 
as the anti-coercion bill, licensing 
of dealers, declaring the business 
a public business subject to regu- 
lation by the public service com- 
mission, the highway codes, and 
gasoline taxation questions. 


GM Institute 
Summer Session 
Now Enrolling 


FLINT.—Applications are now 
being received at the General Mo- 
tors Institute for the fifth annual 
summer session for teachers of 
automotive mechanics in high 
schools and colleges, according to 
an announcement by Major Albert 
Sobey, director of the institute. A 
capacity enrollment is anticipated. 

Because of demands evidenced 
in previous years, there will be 
two identical sessions of four 
weeks each this summer; the first 
class opening June 28, and con- 
tinuing through July 23, and the 
second class opening on July 26, 
and continuing through Aug. 20. 

Tuition for the four weeks’ 
course is $25. Applications for en- 
rollment or additional information 
may be addressed to the registrar 
of the institute at Flint. All ac- 
in the 


Major Sobey pointed out that 
teachers of automobile mechanics 
and allied vocational subjects in 
schools and colleges, who are ac- 
cepted for this training, must have 
their applications sponsored by 4 
school official, or a representative 
of General Motors Corp. 

The training course will include 
a complete study of car specifica- 
tions and adjustments; shop meth- 
ods and procedure; service opera- 
tions and equipment and voca- 
tional guidance information. 

Trips to various General ‘Motors 
plants, including the Research 
Laboratories in Detroit, and the 
proving ground at Milford, will 
be part of the work. 

The teacher training courses are 
attracting increased numbers éach 
year. Last summer, 25 states, the 
District of Columbia, and three 
Canadian provinces were repre- 
sented. 





TRENTON, N. J.—The automo- 
tive industry in New Jersey gen- 
erates, directly and indirectly, al- 


most 10 per cent of the retail trade | 


in the state, and for that reason, 
failure of the state through diver- 
sion of highway funds to provide 
adequate roads tends to retard 
business activity, Joseph M. Mc- 
Crane, president of the New Jer- 
sey Automotive Trade Assn., told 
the New Jersey senate highway 
committee at a recent hearing on 
a bill providing the diversion to 
relief financing of nearly $8,000,000 
of state highway revenue. 

“Those who manufacture, as- 
semble, sell and service motor ve- 
hicles, parts and accessories in 
the state of New Jersey may dif- 
fer with others as to the policies 
and practices which should be 
followed in providing emergency 


relief, but there never has been | 


any question about their willing- 
ness to bear their ,rightful and 
equitable shares of the general 
tax burdens involved,” continued 
McCrane. “Along with other trades 
and industries the motor vehicle 
manufacturers, assemblers and 
dealers in New Jersey pay without 
complaint and will continue to 
pay their general taxes to meet 
the general costs of government, 
in which category lies emergency 
relief. 

“They believe, on the other hand, 
that it is unfair to single out any 
special group of taxpayers to pro- 
vide emergency relief money, and 
particularly unwarranted to do so 
in the case of the special fees and 
taxes levied on their customers— 
those who own and operate motor 
vehicles in the state. 

“As a result of scandalous mis- 
use of road funds, highway devel- 
opment in the state has suffered 
to such an extent that before long 
the social and economic welfare 
of our people will be jeopardized 
as the price for the neglect of the 
highway functions of the govern- 
ment. If we do not stop the policy 
of diverting the special fees and 
taxes paid by the motor vehicle 
for use in the highway functions 
of the government, our expanding 
prosperity, so dependent upon 
highway transportation facilities, 
is bound to suffer.” 


N. J. Legislature » 
Gets Many Bills 


Affecting Cars 


TRENTON, N. J.—A bill provid- 
ing a 3l-day grace period for re- 
newal of motor vehicle registra- 
tions and driver’s licenses has 
been introduced in the New Jer- 
sey legislature by Assemblyman 
Carroll J. Stark, Passaic county 
democrat. 

Other recently introduced bills 
here of interest to automotive 
dealers include the following: 

Assembly Bill 249—Provides a 
fee of $1 for filing of motor ve- 
hicle conditional sales contracts. 
Introduced by Assemblyman Peter 
P. Artaserse, democrat of Hudson 
county. 

Assembly Bill 250—Provides that 
the commissioner of motor ve- 
hicles shall pay to county reg- 
isters of deeds 75 cents of the $1 
fee for filing conditional sales 
contracts. This measure, also by 
Artaserse, is a companion bill of 
Assembly 249 and is contingent 
upon its passage. 

Assembly Bill 224—Provides that 
conditional sales contracts affect- 
ing motor vehicles shall be filed 
with the commissioner of motor 
vehicles. An explanatory state- 
ment attached to this proposed 
measure, introduced by Assembly- 
man Thomas M. Muir, Union 
county republican, declares: “Or- 
iginally conditional sale contracts 
relating to motor vehicles were 
required to be filed in the county 
where the motor vehicles were 
first kept for use by the buyers. 
Last year the law was changed. 
Apparently it was intended to 
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Calls Tax Diversion 


Harmful to Society 


eliminate the filing of all condi- 
tional sale agreements relating to 
|motor vehicles and to require 
| those interested in such transac- 
| tions to rely upon the bill of sale 
| records in the motor vehicle de- 
partment. These records are only 
|in abstract form and do not dis- 
close all of the terms and provi- 
sions of the conditional sale con- 
tracts. This bill reinstates the re- 
| quirement of filing with respect 
to. conditional sale contracts re- 
lating to motor vehicles, but pro- 
vides that all such contracts shall 
be filed in the office of the motor 





vehicle commissioner at Trenton, 
instead of in the offices of the 
various county clerks and regi- 
sters of deeds. This will provide 
for those who are interested in 
such transactions one_ central 
place for searching the records, 
and at the same time will permit 
the examination of the original 
copy of the contract or agree- 
ment. If only an abstract of the 
records is desired, it may still be 


obtained under the provisions of | 


chapter 185 of the laws of 1936.” 


Christian Merz 


NEWARK (UTPS). — Christian 
Merz, for 50 years in the wagon 
and automobile body manufacturing 
business in this city, died here Feb. 
26. Born in Germany 73 years ago, 
Mr. Merz came to this country when 
he was 20. He was active in the 
affairs of the Merz Bros. Co. until 
taken ill. 


N.Y. Proposed 
Fuel Tax Raise 
Gets Protests 


* ALBANY.—A protest against the 
}one-cent additional emergency 
| gasoline tax proposed by Gov. 
Herbert H. Lehman to balance the 
budget was voiced at a public 
hearing of the Senate and As-| 
sembly committees on taxation | 
|}and retrenchment this week. 
A spokesman for a truck rental 
| concern told the legislative com- 
mittee today that restoration of 
the fourth cent of New York’s 
gasoline tax would mean a wage 
reduction for “hundreds of our 
employes.” 

Thomas H. Preston of Syracuse, 





vice-president of the New York 
State Automobile Assn., read a| 
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statement from 10 associations 
opposing the proposed increase 
because: 

“No new or additional taxes 
should be levied at this time, mo- 
tor vehicle owners are now pay- 
ing about $100,000,000 yearly and 
are taxed heavily enough and no 
part of the tax increase is to be 
used for highway purposes. The 
average motorist of the state now 
pays about $40 a year in gasoline 
taxes and registration fees, of 
which only about $15 is used for 
roads and $25 represents a special 
contribution of the motorist to- 
wards the general support of the 
government. 

“The motorist pays that in ad- 
dition to property, income and 
other general taxes. The proposed 
gasoline tax increase would ex- 
tract an additional $7 from the 
average motorist of the state, 


_ OVER A THOUSAND 


OLDSMOBILES A DAY! 


PRODUCTION NOW IN FULL SWING AT ALL OLDSMOBILE FACTORIES! 
DEALERS EVERYWHERE GETTING SHIPMENTS BY FAST TRANSPORTATION! 
DELIVERIES OF AMERICA’S FAVORITE FINE CAR HITTING NEW HIGHS EVERY DAY! 


: 6 peg me: production is now in full 
swing. More than a thousand cars a day 

are rolling out of the Oldsmobile factories. 
Shipments are going forward to dealers by 
fastest transportation. And Oldsmobile dealers 
everywhere are enjoying steadily increasing 
business. It is the tremendous preference for 


Oldsmobile cars...the splendid loyalty of Olds- 
mobile owners... that help to make the Olds- 
mobile franchise so valuable. With increasing 
thousands .. . new buyers and repeat buyers 
... placing their orders right now, it is proof 
positive that an Oldsmobile dealership is 
established on a firm and profitable foundation. 
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Black Fast Losing Out, 


Servicing of Cars 


Leaps in Louisville 


LOUISVILLE.—It has been just, wa: 
five weeks since the Ohio River 
went into a serious flood stage. 
Since then the flood has come and 
gone, and the damage is rapidly 
being obliterated. 

Just after the flood had receded 
there were thousands of cars 
about the streets and in garages 
which had been entirely inun- 
dated. Some owners were driving 
cars that were covered with mud 
and silt and which clearly showed 
the various stages of the water 
they were in, by mud and oil rings. 
Many were so water soaked that 
they could not be started. 

The garages have had all the 
business they could handle and 
have employed many extra me- 
chanics, plus some workers to do 
special work that did not require 
expert training. 

The West End Motor Co. estab- 
lished a garage on East Broadway 
for servicing inundated Ford cars, 
and the public was warned that 
to drive cars full of silt would 
wreck the mechanical equipment; | 
that the vehicles would have to be 
cleaned up, with working parts 
cleaned both with soap and water, 
along with kerosene, gasoline, etc. 

Upholstery Cleaning Hard 

Cleaning up the mechanical 
equipment was not so difficult but 
renovating cushions or upholstery 
is almost impossible, since the 
stuff wads up, seats become) 
lumpy, then begin mildewing and 
rotting, and finally falling to 
pieces. Many owners carried in- 
surance, or had their cars insured 
under finance company policies, 
which covered such flood damage, 
and many are demanding all new 
upholstering, and getting it. 

Not many new cars are being} 
delivered at the present time, due 
in part to strikes which had re- 
tarded delivery. Many companies 
cancelled all orders for delivery in 
the flood area and rebooked them 
for later delivery. Numerous ware- | 
houses could not deliver or re- 
ceive, due to lack of power to op- 
erate electric elevators and inabil- 
ity to bring cars off their upper 
floors. 

The Leyman Motor Co., Louis- 
ville, Buick dealers and distribu- 
tors, moved everything to its up-| 
per floors as waters rose, and sus- 
pended operations when things| 
got bad. The Breaux Ballard Co.,| 
Dodge and Plymouth dealers, op-| 
erating in a one-story building, 
ran its cars out into the country 
and put them on a farm, well 
above the water line. Many deal- 
ers were foresighted enough to 
move both new and used cars to 
points that could not be reached, | 
but stock rooms in many cases 
were a mess, along with offices! 
and sales rooms. 

Every Garage Busy 

Every garage and mechanic in| 
Louisville has been busy, and it| 
has been almost impossible to find 
anyone who could take in any ad- | 
ditional work. Many owners went 
or sent their cars downstate, dis- 
tances of 50 miles or more, to 
garages out of the flood zone. It 
was even difficult to get work) 
done in such garages, which had 
all they could do, plus a lot of! 
truck work that normally would; 
be serviced in Louisville. 

If the citizens of Louisville can 
recover from the damages done to 
their homes and household equip- 
ment, there should be some good 
new car as well as used car busi-' 
ness this spring and summer, due 
to the many cars that have been | 
operated without proper service | 
and which will go to pieces as a/| 
result of silt and grit grinding out 
mechanical equipment. 

It is admitted by dealers that 
used cars are going to be a pain, 
where such cars have been flood 
soaked, and not properly serviced. 

Many residents are still unable 
to move back into water soaked 
homes. Damages to west-end resi- 
dences will average around $150 
to the average 5-room bungalow, 
plus loss of most of the owner’s 
furniture and household goods. 
Many have also lost five weeks’ 








wages as a result of industrial 
plants being out of commission, 
due to lack of power or soaked 
motors, 

The Peaslee Gaulbert Co., 
the Stratton & Terstegge Co., 
hardware and auto equipment and 
supply jobbers, had several feet 
of water on the ground floor of 
their building. The Peaslee Gaul- 
bert Co.’s new city sales room 
was wrecked. 

The Belknap Hardware & Mfg. 
Co., 


ings, but worked large crews night 
and day, and moved most of its 
stock above the water line. 

The Louisville Varnish Co. 
plant burned while the flood was 
eight feet into its buildings. The 
company has announced plans for 


and 


covering 37 acres of floor| 
space near the river, had many} 
feet of water in some of its build- | 


Throngs See Ford 
Exhibit in Miami 

MIAMI. — One hundred 
and eighty-five thousand 
persons visited the Ford 
Florida exposition in Miami 
during the first 20 days after 
its opening, it is announced. 

This is the largest indus- 
trial exposition ever under- 
taken in Florida. The struc- 
ture covers an entire city 
block and is gaily decorated 
with tropical vegetation and 
palms. 

A towering entrance opens 
into a vestibule which leads 
to an immense patio de- 
signed for the visitor’s rec- 
reation. Educational dis- 
plays of various Ford fea- 
tures, all explained by 
trained guides, and complete 
displays of Ford and Lin- 
coln and Lincoln - Zephyr 
models surround the patio. 
Jose Manzanares and his 
South American orchestra 


|| black 


Car Color Records Show 


DETROIT. — Automobile style | 
|trends for spring can be summed 
|up in just one word—it’s “Color,” 
according to De Soto. 

This year the trend is unmis- 
takably towards color—light color 

with traditional 
|ground rapidly to beige, 
|greens and blues. 
| Color charts, kept by De Soto 
since the introduction of the new 


grays, 


| through the winter months, light, 
|polychromatic shades matched 
in popularity among pur- 
| chasers. Chinese Gold, a metallic 
| finish, is second only to black on 
ithe shipping chart, and Gem 
|Green, Chinchilla Gray, Sky-Tint 


|| Blue and Desert Sand are coming 


up fast in advance orders for 


| spring. 





| according to Wilford A. Lindberg, 


black yielding | 


| cars in November, show that even | 


Black was virtually the uni-| 
| versal car color a few years ago, | 


equipment, perfected blending of 
| colors and quick-drying methods 
|that give a uniform and lasting 
car finish have permitted motor 
car manufacturers to place a wide 
range of colors at the disposal of 
the buying public,” Lindberg ad- 
ded. “That this selection is com- 
| prehensive enough to satisfy all 
tastes is shown by the fact that 
only three-tenths of 1 per cent of 
cars manufactured so far this 
year have been special paint jobs. 
“The actual break-down on De 
Soto’s color chart shows that ap- 
proximately 20 per cent of the 
cars ordered by dealers so far 
have been finished in black. Chi- 
nese Gold runs a close second 
with 17 per cent of the total. Chin- 
chilla Gray, Gem Green and Win- 
chester Gunmetal are neck-and- 
neck for third, fourth and fifth 
positions. Of the other nine colors 
| offered this year, Sky-Tint Blue 
Sable Brown and 





speeded production at its other||| entertain twice daily. 


plant here, which will be enlarged. | 


Of course, you’ve heard the trade-talk about 

Pontiac. Because stories about its sensational 

climb toward leadership are filling the air today. 

You’ve heard that Pontiac is the “hot line’”’ of 1937. But 
that’s only half the story. Pontiac production and retail 


| sales are breaking all past records. 


You’ve heard that the Pontiac franchise now includes larger 
sliding scale discounts. The whole truth is that only 4% 
of all automobile manufacturers offer higher discounts than 
Pontiac, and all these manufacturers build cars with a far 
lower potential volume! 

You’ve heard that Pontiac has adopted a protected territory 
policy. There’s more to it than that. Pontiac has set up 
machinery designed to definitely end the evils of cross-selling. 

. You’ve heard that Pontiac’s “‘live and let live’’ policies are 
creating one of the best satisfied groups of dealers in the industry. 


|De Soto color engineer. 


| Riviera Blue, 
modern paint spray | Desert Sand follow | in that order. 


“However, 


SY 
> 
lA 


The fact is, that Pontiac probably does more than any other 
company toincrease dealers’ profits and stabilize their operations. 
You know that all those particular Pontiac advantages 
are enhanced by the phrase, ‘‘A General Motors Franchise,” 
which stands the world over for permanence, fair dealing, 
far-sighted policies and high esteem in the public mind. 

So if you are interested in a bigger and better opportunity, 
we invite you to investigate the possibility of becoming a 
Pontiac dealer in one of the desirable places still open. 
Although our present dealer organization is strong and able, 
we are interested in acquiring more dealers of the same caliber 
—men who can strengthen our national picture by winning 
Such men will recognize this as a 
Inquiries are treated in 


success for themselves. 
timely and exceptional opportunity. 
strictest confidence. Address your letter personally to Mr. C. P. 
Simpson, General Sales Manager. 


PONTIAC MOTOR DIVISION, PONTIAC, MICHIGAN—General Motors Sales Corporation 





Demand for 


Exceeds Supply in Denver' 


DENVER.—Demand for new 
cars is exceeding the supply in 
the Denver area at this time, ac- 
cording to local distributors and 
dealers. Orders for new cars 


continue to pour into Buick divi- | 


sion according to G. D. Beavers, 
zone manager. 
than 950 unfilled orders are on 
hand from dealers in the Denver 
zone. The outlook for spring sales 
is very bright, according to Bea- 
vers, and if cars are received to 
supply the demand last year’s 
good record will be excelled. 


Denver automobile men are pre- 
dicting good business ahead on 
the fact that business conditions 
in general are in fine shape in the 
local area. The Denver Univer- 
sity during the week issued re- 
sults of a survey just completed 
which stamps business in the 
Denver territory as good. In re- 
gard to the automobile industry 
the report said: “New passenger 


At present more | 
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Wyoming Dealers Expect 


New Cars 


| car registrations in the state were 
|only a bit lower last year than 
|the figure for 1929 and consider- 
| ably above the figure for any in- 
| tervening year.” 
The report concluded: “Colorado 
| business is relatively favorable at 
present with every indication that 
the rate of progress of the last 
few years will continue. Contribu- 
tions to much of this progress 
should be made in the next few 
years by construction, which is 
still well under the existing re- 
quirements for new buildings. In- 
creased farm income is also an 
‘important consideration, especially 
in its relation to retail trade. 
There are, however, only two of 
the elements from which sustained 
progress can be realized, but they 
are of considerable importance.” 
Tom Botterill, head of Tom 
Botterill, Inc., Hudson and Terra- 
plane distributor for the Denver 








area, says sale of cars during the | 


month of January ran well ahead 
of the same month a year ago, 
and indications are that 1937 will 
be one of the best automobile 
business years in the history of 
this section. 

User car stocks are still above 
normal 
and dealers are working hard in 
| this department of their business 
in order to dispose of stocks be- 
|fore spring buying of new cars 
| gets under way. To boost the sale 
of used cars considerable news- 
paper advertising space is being 
|used—also radio and other forms 
|of advertising. The result of this 
campaign is that used cars are be- 
| ginning to move and stocks are 
being whipped into shape. 

Local automobile dealers are 
|making their plans to care for 
|record business during the com- 
|ing spring months and the way 
| indications point now there seems 
no reason why they should be 
disappointed. 


Gilliland Named 
DETROIT.—The Lincoln Electric 

| Co., Cleveland, has appointed N. B. 
| Gilliland to the sales engineering 
staff of the Detroit office. 


Franch 


in the Denver territory | 


CHEYENNE, Wyo.—The 1937 
| new car sales outlook for Wyom- 
| ing is very bright and, while used 

cars constitute the fly in the deal- 

|ers’ ointment, considerable opti- 
|mism is expressed by Cheyenne 
|dealers that used cars may be 
handled more advantageously this 
year than last. 

State legislation is expected to 
put a number of the junkers off 
the road; new car sales are ex- 
pected to come close to the 1929 
peak in volume and profits, while 
dealers throughout Wyoming re- 
ported that sales in 1936 were the 
highest since 1930. 

Robert Hanesworth, secretary 
of the Cheyenne chamber of com- 
merce, termed the spring sales 
outlook very good with prospects 
for a record or near-record year 
|}in 1937. “Salaries and wages are 
running high in the Cheyenne 
territory,” he said, “and the rapid 
development of this country is 





Gs THE BEST BET a 
OF THE YEAR 


LARGER SLIDING SCALE DISCOUNTS 
PROTECTED TERRITORY ° THE “HOT LINE’ OF 1937 


RECORD DEALER PROFITS 


"LIVE AND LET LIVE’’ POLICIES 
GENERAL MOTORS BACKING 
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Near-Record Sales Year 


bringing more potential customers 
|into Wyoming every month. Cattle 
and sheep prices are good, and 
this is an important factor in car 
sales.” 

“The spring outlook is good and 
11937 sales should come ctose to 
|setting a record,” declared W. J. 
Dinneen, dealer for De Soto and 
Plymouth. This territory is in 
|good shape financially and, with 
sales holding up the way they are, 
I would say prospects for dealer 
profits this year are favorable. 

“Used car sales are picking up,” 
he said, “and our stocks are not 
out of line. Used cars were in- 
clined to pile up in December and 
January but a pick up in sales 
in February brought our inven- 
tory down to normal.” Dinneen 
also looks for trailer sales to reach 
considerable proportions in 1937. 

Frank Clark, president of Frank 
Clark, Inc., Oldsmobile, Cadillac 
and LaSalle dealer, stated that 
while there is little difficulty in 
selling new cars, the used car 
situation is serious and will have 
té6 be adjusted favorably in order 
to allow dealers to make a fair 
profit. 

“The 1937 outlook is very grati- 
fying,” according to J. W. Dug- 
gan, president of Duggan Motor 
Co., Hudson, Terraplane and 
Packard dealer. “This will be our 
peak year, according to present 
indications.” 

Duggan reports that used car 
sales are picking up at Cheyenne, 
and that unless some unforeseen 
condition arises his company will 
put out a record number of new 
cars when selling season starts 
in April. The Wyoming new car 
peak comes in June. 

Cheyenne dealers all report that 
service operations are picking up 
steadily as a profit maker, and 
during the past year most dealers 
have been modernizing their lub- 
rication and other service depart- 
ments. A number of dealers have 
put in new hoists, motor analyzers 
'and similar equipment. 

Although January is generally 
| an “off” month, Zan Lewis, of the 
| secretary of state office, reported 
|that 873 new cars and 187 new 
trucks were sold in Wyoming 
during that month. 


Feb. Car Sales 


Gain in Akron 


AKRON, O.—Despite the Gen- 
|eral Motors strike, which cur- 
tailed the supply of new cars for 
some dealers, the number of au- 
tomobiles sold in Summit county 
(Akron) during February was a 
third greater than the same 
month last year. 

A report compiled by the Akron 
District Automobile Dealers’ Assn. 
showed that bills of sale were 
filed for 998 new passenger cars 
last month, Sales of 125 trucks 
brought the total up to 1,123 new 
motor vehicles. 

In February, 1936, the dealers 
sold 748 new cars and 81 trucks 
for a total of 829. 

The February sales this year 
ran only slightly behind those in 
January when 1,058 passenger 
cars and 107 trucks, a total of 
1,165 vehicles, were sold. 








| Dealers Victorious 


In Sales Tax Fight 


MONTGOMERY, Ala. (UTPS). 
—Alabama automobile dealers who 
have pointed out to the state of- 
ficials time and time again that 
motorists of the state pay 57 per 
cent of the tax load in Alabama 
were partially victorious in their 
fight to be exempted from the 2 
per cent sales tax which went 
into effect Mar. 1. 

New automobile sales will be 
taxed 1% per cent instead of the 
2 per cent collected on most items. 
Used cars will be exempted en- 
tirely. 

e sales tax is to be continued 
until Sept. 30, 1939 and is expected 
to bring approximately $8,000,000 
per year. 
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Chrysler Divisions Stress Modern Grease Depts. 


Advantages of Plan Shown 
At Special Dealer Meetings 


DETROIT.—AIll divisions of the 


Chrysler Corp. are stressing to its | 
dealers the importance of a mod-| 


ernized lubrication 
for the dealers and have adopted 
a suggested decorative back- 
ground, together with special 
lighting fixtures. Each unit of the 
corporation has its own special 
color scheme, although the back- 
ground is standard in size and 
form. Each background carries 
the insignia of the car which the 
dealer handles. 

Circulars have been sent to all 
dealers. While the promotional ef- 
fort has been going on for the 
past two months, the various di- 
vision service managers and serv- 


ice promotional managers under | 


the direction of Tom Moss, gen- 
eral service manager for the cor- 
poration, assisted by Art Cook in 
charge of service sales promo- 
tion, are carrying the message of 
the importance of _ lubrication 
modernization and the effect it 
will have on other service work 
to the dealers in the way of spec- 
ial meetings. 
Carried Models 


During these meetings the dem- | 
onstrating crews of each unit 
have carried with them demon- 
tration models of the backgrounds 
and charts showing methods of 
obtaining business and data on 
profits, taken from the records 


department | 





of dealers who have gone in for | 
modernization. Photographs of 
several dealers’ shops before and | 
after modernization are _ also 
shown, and special stress has been | 
put on the effect of modernization 
on sales of new and used cars. | 


At all of the meetings and in 
the special literature given deal- 
ers, the Chrysler general service 
department has been showing a 
series of films in which the or- 
ganization is also stressing safety 


| through lubrication of the cars. 


The films show the importance 
of front-end lubrication, such as 
the proper lubrication of king 
pins, steering wheel gears and 
front springs as well as other 
parts of the cars. One item in par- 
ticular has been the greasing of 
the front-wheel bearings, which 
while not shown as a part of the 
general lubrication program is 
shown, however, as one of the 
main items in obtaining additional 
income for dealer, along with oil 
changes for the motor, rear axle 
and the transmission. 


To increase the activity in lu- 
brication sales after a moderniza- 
tion background has been in- 
stalled, each dealer’s service man- 
ager is given a guide book, in 
which the service manager is 
shown how to increase business 
and how to operate an efficient 
follow-up system on owners to in- 
sure their coming in regularly. 
He also turns in a 10-day report 
showing the increase or loss in 
business, if any, so that the gen- 
eral service manager of each unit 
may make an analysis and make 
recommendation to the dealers as 
to the best means for increasing 
lubrication activities. 

While the backgrounds are uni- 
form in appearance, each has a 
difterent color scheme. Dodge uses 
its well-known deep blue as the 
general motif; De Soto has an 








What does the Monitor say 


IN SALES?- 








$93,108 DIRECT SALES... 
from 23 Advertisements Costing $1,391 


“The Christian Science Monitor has been our 
best advertising medium,” writes the Webb Manu- 
facturing Company of Kansas City, Missouri, 
makers of the Webb Water Softeners, in giving the 


above figures. ‘““We have received a total number 


of 1657 inquiries.” 


The confidence of Monitor readers in Monitor 
advertisements is the basis upon which hundreds 
of national advertisers, such as the Webb Manu- 
facturing Company, are “stepping up” their sales. 
May we tell you more about it? 


THE 
CHRISTIAN SCIENCE MONITOR 


Published by The Christian Science Publishing Society 
Boston, Massachusetts 


DETROIT OFFICE: 


3-101 General Motors Building 


Other Branch Offices: New York, Chicago, St. Louis, 
Kansas City, San Francisco, Los Angeles, Seattle, Miami, 
London, Paris, Geneva 





A DAILY NEWSPAPER FOR ALL THE FAMILY 
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MODERN LUBRICATION departments are being stressed by all divisions of the Chrysler Corp. Of- 
ficial equipment backgrounds have been designed and dealers are being supplied with complete informa- 
tion. Shown here is the official background for De Soto-Plymouth dealers. Each division has its own 
distinctive color combination. 





orange background, and Chrysler 
uses a brilliant canary yellow. 
Where the dealers handle the 
Plymouth line in connection with 
either of the other cars, the in- 
signia of the divisoin is placed at 
the top of the center panel. Spec- 
ial lighting fixtures and spotlights 
emphasize the name of the car 
and the dealers’ name, which in 
almost all cases is placed in the 
upper part of the panels. 


Black and Chrome Trim 

All decorative trim is in black 
with chrome-plated bands, to add 
attractiveness to the background. 
Floors around the hoist are 
painted in any color optional with 
the dealers, and valances sur- 
rounding the entire lubrication 
section may be in any combina- 
tion of colors. 

Special prices for the back- 
ground combinations are offered 
to the dealer and they may also 
be purchased on time-payment 
plans offered by each of the units. 

Reports already received from 
the field activities of the demon- 
stration crews show that the ma- 
jority of the dealers are falling in 
line and making changes in their 
lubrication departments and that 
they are also following the safety 
lubrication campaign. 


Autocar Adds Night 


Crew as Sales Gain 
ARDMORE, Pa. — Production 
was greatly increased at the Au- 
tocar factory here during Feb- 
ruary by permanent night- crews, 
but nevertheless the company en- 
ters March with a record-break- 
ing volume of unfilled orders, ac- 
cording to Robert P. Page jr., 
president. 

An increasing spread into the 
medium-duty field is noted, made 
possible by the two new models 
which Autocar announced late 
last year, it is reported. 


Mo. Governor 
Hits Foes Of 


Fuel Tax Raise 


JEFFERSON CITY, Mo. 
(UTPS). — Branding opposition 
short-sighted, Gov. Lloyd C. Stark 
declared that the proposed one- 
cent increase in the gasoline tax 
in Missouri is necessary to insure 
continuance of the state’s road- 
building program after 1938. The 
present tax is 2 cents a gallon, 
the lowest in any state except 
Rhode Island. 


The governor’s remarks were 
occasioned by a visit from several 
hundred oil men and service sta- 
tion proprietors, who registered 
their protests against the proposed 
increase before the Ways and 
Means committee of 
legislature. 


In addition to continuing the 
road building after 1938, the tax 
is necessary, said Gov. Stark, “to 
keep faith with the farmers, who 
have been promised a speeding up 
of farm-to-market and low cost 
construction after completion of 
the necessary primary and secon- 
dary highway system. 

“The state has been able to 
maintain its construction pro- 
gram for the past eight years on 
an average of almost $20,000,000 
per year,” he said.’ “Available 
funds of the highway department 
have annually averaged $7,500,000 
derived from a bond issue, with 
the liberal appropriations of fed- 
eral funds. It would be a serious 
slowing up of road construction 
if the amount had to be cut from 
$20,000,000 to an average of $10,- 
000,000 a year. 

“During this year and 1938 
there will be available in each 
year $2,500,000 of bond money to 
































knows of this advertisement. 








Sales Manager Wanted 


An Eastern metropolitan Chevrolet dealer handling 950 
new cars a year has an opening for a sales manager which 
must be filled by April 1. The position pays a very attractive 
salary plus an override on volume. The man we want must 
be aggressive and able to handle a fast-selling organization. 
Applicants, to be between the ages of 32 and 42, must give 
full details of experience in automobile business and else- 
where, as well as state education, religion, whether married 
or single and whether now employed, and furnish complete 
references. We belive this to be one of the best retail sales 
positions in the Chevrolet field. All replies will be handled 
confidentially. The present sales manager is resigning and 


Address Box 112, Automotive Daily News. 


























the state} 





















Fuel Tax Increase 


Killed in Nebraska 

LINCOLN, Neb.—Gov. 
Cochran’s five-cent fuel tax 
bill, LB-158, with a four- 
tenths of a cent diversion 
for social relief, met a 
crushing defeat in the uni- 
cameral legislature Tuesday. 
It required 29 votes to carry 
the emergency clause and 
only 23 voted for the bill. 

On the motion to pass the 
bill minus the emergency 
clause, only one legislator 
| voted for the bill. The fuel 
tax is now four cents in 
Nebraska, Members of the | 
appropriations committee 
have turned to other schemes 
for raising relief money. 

























add to the construction fund and 
to be used in matching federal 
aid grants. In 1939 there will be 
no bond money left. In 1938 the 
requirement for retirement of 
bonds increases from $3,000,000 
to $5,000,000 and this will take 
another $2,000,000 out of funds 
available for building roads and 
for matching federal road money. 

“It is very apparent that funds 
for road construction purposes 
will be reduced $2,000,000 in 1938 
and $4,500,000 in 1939,” unless the 
proposed tax is passed. 


NICKELGRAMS 
4A—_ 


An announcement made re- 
cently by the Federal Bureau of 
Air Commerce indicates that 
manufacturers in the United 
States produced 2,197 airplanes 
in the first nine months of 1936, 
an increase of 68 per cent over 
the corresponding period of the 
previous year. All of this ‘pro- 
duction was powered by domes- 
tic aircraft engines using single 
and multiple units of varying 
power output depending upon the 











| mature of ship and operation. 


Principal working parts such as 
crankshafts, connecting rods, pis- 
ton pins, gears, fastenings, etc., 
were fabricated from the high 
grade Nickel Alloys. These 
materials have proved over a 
long period of service their 
ability to take great punishment 

without weakness or 


THE failure. 
INTERNATIONAL 
NICKEL COMPANY 


INC. NEW YORK, N. Y. 











SEATTLE. Highway _ safety 
and periodic inspection of motor 
vehicles, with particular atten- 
tion to Seattle’s municipal testing 
station, constituted the chief top- 
icS of discussion at the February 
meeting of northwest section, So- 
ciety of Automotive Engineers. 
The engineers made a personal 
inspection of Seattle’s testing sta- 
tion, which has been in operation 
for three months. 

Attendance was the largest in 
recent months, indicating active 
interest in compulsory inspection, 
which is likely to become state- 
wide here. Such provisions are 
contained in one section of the 
4-section highway code that has 
been introduced at Olympia. Fa- 
vorable action is forecast by all 
informed sources on the highway 
code, with little amending. 

George Bock, Section chairman, 
presided at the SAE meeting. 
H. W. Drake devoted his address 
to the safety factor and periodic 
inspection of commercial fleets. 
Drake is superintendent of equip- 
ment of Pacific Highway Trans- 
port. 

H. E. McMorris, director of the 
station, representing the city engi- 
neer’s office, and E. C. Van Horn, 
station supervisor, gave talks ex- 
plaining the method of testing, 
and the policy as to liberal tol- 
erances. 

Statistics for the period, Dec. 4, 
1936, to Feb. 25, 1937, were pre- 
sented by Van Horn, as follows: 
Total cars appearing for 


GS ee eer . .26,826 
Total cars passed since 

opening, (94%) ...... 25,225 
Total cars rejected and 

not rechecked, (6%) 1,601 
Total cars inspected, in- 

cluding rechecks ......... 40,312 
Total cars passing first 

time (43.7%) ........ 0 «ss ae 
Total visitors cars inspected 409 
State, county and city 

cars inspected ........... 421 

Causes for Rejection 

Improper headlight ad- 

justment (estimated) 53% 
Ineffective or unequal 

brakes (estimated) - 47% 
Tail light (estimated) 23% 


Wheel alignment (estimated) 11% 
Miscellaneous, such as 

horn, mirror, swipe, 

license plates (estimated). .31% 

The fact that 97 per cent of ve- 
hicle owners, who have been noti- 
fiéd to bring their vehicles to the 
station for checking, have re- 
sponded, shows public acceptance, 
stated Van Horn. 

Drake pointed out that he ex- 


New Rayon Tire 
For Heavy Duty 


NEW YORK. — A new JU. S. 
Royal tire which featurés the use 
of rayon cords has been developed 
by United States Rubber Prod- 
ucts, Inc., for high-speed, heavy- 
load truck and bus service. 

The new carcass material is 
said to retain a gréater portion 
of its strength than cotton at 


temperatures of high-speed, | 


heavy-load tire operations. 
More than 100,000,000 test miles 





were run in developing the rayon | 


cord tire, it is reported. 


Farmers’ Income Rises 


Despite Drop in Sales | 


WASHINGTON. — Farmers sold 
$626,000,000 worth of farm prod- 
ucts during January as compared 
with $550,000,000 in January, 1936, 
the bureau of Agricultural Eco- 
nomics reported this week. 

This gain in income, amounting 
to 14 per cent, was entirely the 
result of higher prices in January 
this year than last and was made 
despite a 6 per cent decrease in 
the volume of sales. Government 
payments to farmers were con- 
siderably larger this January than 
last, amounting to $43,000,000 com- 
pared with $36,000,000 in Decem- 
ber and only $1,000,000 in January 
last year. 





pected testing stations to soon 
expand requirements so as to in- 
clude manifolds,‘ where cracks 
often lead to a serious carbon | 
monoxide condition; and to muf- | 
flers, especially to stop the prac- 
tice of needless muffler noises on 
trucks. 

There are 20,000 trucks in the 
Seattle area that come within the | 
scope of the local station. 

The six-lane Seattle station is| 
manned by 32 inspectors, six hoist | 
men, and three on brake testers. 
A supervisor, two assistant super- 
visors, and six in the office con- 
stitute the complete personnel. 

The rest of the state has been 
watching Seattle, and that the 


station has been well conducted 
is shown by the fact that safety 
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Seattle Inspection 


Is Studied by SAE 


Parking Meters Bring 


Fight in Richmond, Va. 


RICHMOND, Va. (UTPS).- 
Parking meters were placed 
operation in a restricted area at 
Norfolk last week and at the same 
time the police force started an 
intensive drive against illegal 
parking throughout the city. More 
than 250 tickets were issued to 
motorists in the downtown busi- 
ness area alone. 


The proposal to install parking 
meters has caused a bitter fight. 


Black & Decker Appoints 
TOWSON, Md.—The Black & 
Decker Mfg. Co. has appointed John 


M. Schreiner manager of their De- 
troit branch succeeding the late 
George W. Stoiber. Schreiner has 
been active in the Detroit area for 
the past 12 years. W. J. Fenwick, 
who has been co-manager of the 
Cleveland territory, has been ap- 


pointed manager of all activities in 
that branch. G. H. Treslar has been 
| appointed supervisor of the Detroit 
jand Cleveland territories and will 
co-operate with Schreiner and Fen- 





interests are trying to make in- 
spection statewide. 
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One of the most popular models in 
the Mack Jr line — Mack Jr Route 
Delivery Truck with 108” wheelbase 
—and standard, factory-built body. 


This Mack Model BM Tractor Semi- 


Trailer features the Mack Coin 


dental Safety Lock — the greatest 


advance made in semi-trailer safe 





| wick in the promotion of sales in 
| these areas. 


ci- 


ty. 


N ADDITION to offering dealers the Mack 
Jr line of fast-selling trucks, Mack sales- 
cooperation on the ground furtherassures 
dollars-and-cents success for its dealers. 
The Mack organization alone gives ad- 
vice and concrete help in building sales 
that result from 37 years of retail experi- 


in | 








VanDerZee Finds Used 


Car Season is Levelling 


DETROIT.—Among the factors 
helping the used car business | 
maintain its present volume is 


the elimination of “as is” and its 
replacement by “reconditioned,” 


|in the opinion of A. vanDerZee, 


general sales manager of the 
Dodge division of Chrysler Corp. 

VanDerZee points out that fun- 
damentally the motive for the 
promotion of a broader recondi- 
tioning policy is a regard for the} 
prosperity of the dealer, which, in 
turn, is reflected in the value re- 
ceived by the buyer. 


Another highlight in the pres- 
ent used car picture, he points 
out, is the levelling out of the} 
season. This levelling process is| 
of primary importance to the 
buyer, vanDerZee says, because 
there are now offered, during} 
winter, model selections and 
values such as heretofore did not | 
become available until spring or | 


early summer. With well-assorted | put in service in Chicago. 





to drive. 


ence. Mack’s 76 direct factory branches 


are on the job to help you close sales. 


@ WRITE OR WIRE NOW FOR COMPLETE DETAILS 





CO-OPERATES 


THE DEALER 
PROFITS 


stocks in February, March and 
April, buying has become steadier, 


| resulting in a quicker and more 


definite turn-over for the dealer. 

This shortening of turn-over 
period is considerable, vanDerZee 
points out. In the case of Dodge, 


| turn-over time last year averaged 


about eight weeks. At the present 
time, it has been reduced to about 
six weeks. 

Consistent advertising, inform- 
ing the public of reconditioning 
of used cars is credited by van- 
DerZee with greatly influencing 
the increased public conscious- 
ness of used car values. 


Will Use New Type Bus 


NEW YORK.—One hundred new 
| type double-deck rear-engine, auto- 
matic transmission buses have been 
put into operation by the Fifth 


Avenue Coach Co. This transmission 

of the “Mono-drive” type—is simi- 
lar to that adopted on the 101 dou- 
ble-deck rear-engined buses recently 






In the most complete line in America — 
from the sturdy, low-priced Mack Jr to 
the heaviest-duty Mack, there’s a truck to 
meet the demands of all your customers. 

Prices start at $575.00 at factory for 
complete chassis, cab and body ready 


MACK TRUCES, INC., NEW YORK, N.Y. 


PLACERVILLE, Calif.—The 
neighborhood service station has 
invaded El Dorado. 

At scenic Garden Valley, in the 
heart of California’s historic 
Mother Lode, Russell J. Wilson, 
Ford dealer here, has opened an 
attractive and well-equipped 
service station. And Wilson 
points with pride to the financial 
statement of the first month’s op- 
eration, which shows that his 
Garden Valley neighborhood sta- 
tion has made a profit from the| 
day it was opened. 
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Neighborhood Service Invades Gold Country 
Calif. Ford Dealer Hopes : seers — 


To Draw Tourist Business 


the state, lying between the north 
and south forks of the American 
river. There are 
ties now being 
divide. 


operated in the 


1,600 Population 


The population of the trading 
area covered by Wilson’s service 
station 


1,600 and 1,800 persons. This in- 


cludes the other towns of the) 


Greenwood and 
as Garden 


divide—Kelsey, 
Georgetown, as well 
Valley. 

There are 137 motor vehicles 


12 rich proper- | 


is estimated at between | 
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A RUSTIC DESIGN for the neighborhood type sales and service station, was the idea of Russell J. 


registered in the divide, and the 
that section of the Mother Lode| new Garden Valley station boasts 
known as “Between the Rivers’”| the only lift “Between the 
or the Georgetown divide—one of} Rivers.” As a result, customers 
the richest gold mining areas in| are drawn from five, six and 


Garden Valley is located in| 


Bundyweld 
Tubing 


UNDYWELD Tubing is double-walled tubing, 
rolled from copper-coated strip steel. Electric 
furnaces braze Bundyweld into an absolutely 
dependable solid structure — copper finished on 
both inside and outside surfaces. Quotations will 
be gladly furnished on your blue print or sample. 


BUNDY TUBING CO. 


DETROIT, MICHIGAN 


|in number, 


| of two Ford cars. 


| tion 
| Black Oak mine, the most color- 


| dentally, 


| plies are hauled 


| the 





Wilson, Ford dealer at Placerville, Calif. He built this station at Garden Valley, in the Georgetown 
Divide, site of the historic Mother Lode gold mining area. Tourist trade is heavy and because he has 
the only lift in the Divide and gives good service, motorists travel many miles to get the modern service 
the station provides. The entire exterior of the station is rustic and the same plan is carried out in 


the interior showreom. 


eight miles away to the nearest 
completely equipped service sta- 
tion. In addition, customers from | 


| other towns of the Mother Lode | 
| area patronize the station. 


Residents of Coloma, about 75 
are also potential | 
customers of the new Garden| 
Valley station, and motorists who | 


live in Placerville while working | 


|in the mines of the divide! 


patronize Wilson’s station. 
This region draws anglers from | 


all sections of northern Califor- | 


nia, and as soon as the season | 
opens the service station plans) 
day and night service for the ac- 
commodation of fishermen. 

The station is of rustic con- 
struction. The exterior is of 
sawed pine timbers lumbered on 
the property, and the interior is 
battened with rustic hand-cut 
split pine batting. The pumps are | 
located under a rustic canopy, 
and there is an electric clock} 
with illuminated dial placed) 
against a rustic background. 

Cleanliness Noted 

There are three sections to the | 
station. There is a showroom 
with ample room for the display | 
The mechan-| 
ical department is a model of | 
cleanliness and efficiency, being 
equipped with the very latest 
tools and appliances, even includ- 
ing a Ford laboratory test set. 
Then, there is the office and 
salesroom. 

In addition to serving the mo- 
torists of the divide, the station 
is serving the Garden Valley dis- 
trict generally. Jack Rhodes, 
general manager 6f the dealer- 
ship, stages regular motion pic- 


| 


| ture shows in the Garden Valley 


school house. These shows draw 


| from a .wide area, there being no 


shows in the territory. 
The neighborhood service sta- 
is located adjacent to the 


ful and by far the richest prop- 
erty in the divide, which, inci- 
is operated by Wilson. 

Practically all mining men 
from the outside come by auto- 


| mobile to the Mother Lode, and 
| they appreciate 


the efficient 
service provided at the Garden 
Valley neighborhood station. Sup- 
in on motor 
trucks, as Russell J. Wilson reaps 


| profits from his little station. 


Studebaker Will Honor 
682 Veteran Dealers 
SOUTH BEND.—In recognition 
of loyal business associations, 682 
Studebaker dealers throughout 
country will soon receive 
awards of merit in the form of 
attractive bronze plaques desig- 
nating their periods of dealership 
in excess of five years. 
The bronze plaque will be form- 


| ally presented to each dealer by 


the Studebaker regional manager 
in whose branch the dealer point 


| is located. Plans for the presenta- 


in the various cities and 
include participation by 
chambers of commerce 
civic and_ social 


tion 
towns 
mayors, 
and various 
groups. 


| prohibits 


“| Automobile Fair Trade 
Code Bill Signed 1 in Wis. 


MADISON, Wis.—A code of fair 
| trade practices for the automobile 


dealers was signed Feb. 26 by| 
Gov. Phillip F. LaFollette, 
|will not become effective until 
the legislature re-enacts the Wis- 
consin Recovery Act, which will 
expire July 25. Efforts have al- 
ready been 
this act for another two years. 

Unlike former codes, 
fair trade practice standards do 
not adopt blue book values for 


used cars taken in trade, but the | 


dealer is permitted to offer what- 
ever a used car may be worth. 

The state trade practice com- 
mission, which recommended the 
code to Gov. LaFollette also re- 
| jected the factory list prices of 
new cars as a guide. The code 
finance packing and 
prescribes minimum rates of pay 
and maximum hours of labor. 

In its report to the governor, 
the commission pointed out that 
“the industry has been brought to 
a serious condition by over-com- 
petition, a situation created in 
large measure by the action of 
manufacturers in pressing dealers 
for volume. 

“The result of over-competition 
has been ‘predatory’ competition,” 
the commission declared. “A few 
years back the credit of automo- 
bile dealers at banks was good. 
Now it is practically nil.” 


Fair Trades Price Law 
Signed in W. Virginia 

CHARLESTON, W. Va. (UTPS). 

A “fair-trades” act legalizing 
contracts to fix the minimum sales 
prices for trade-marked goods be- 
came a West Virginia law with 
Gov. Holt’s signature. 

The act, introduced in the house 
by Speaker Thomas, retained 
some of the price-fixing provi- 
sions of the vitiated NRA. Thomas 
said it was designed to prevent 
merchants using “loss” leaders 


goods sold at less than cost to} 
| record attendance will be present.” 


law permits a manufac- | 


attract patrons. 

The 
turer or his agent to enter into 
contracts with sellers to require 
that no trade-marked article may 
be sold below the price stipulated 
in the contract. 


Show ( Ipens 

NORTH BERGEN, N. J.— The 
Hudson-Bergen automobile show 
opened here Mar.1 in Columbia Park 
and continues until Mar. 13. Included 
on the show committee are William 
Hufnagel, Walter Eichler, George 
Laessig, Frederick Fuller, James 
Matera, Lester Radigan, A. Charles 
Dunbar, Max Siebelts, Andrew Gam- 
bino, Al Zubalsky, Anthony Ghio and 
Frank Galland. Models being ex- 
hibited include Cadillac, Chevrolet, 
Chrysler, De Soto, Dodge, Diamond 
T, Ford, G.M.C., Graham, Lincoln, 
Lincoln-Zephyr, Nash, LaFayette, La- 
Salle, Oldsmobile, Packard, Pierce- 
Arrow, Plymouth, Pontiac, Reo, 
Studebaker and Willys. 


but | 


launched to extend | 


the new) 


| our membership 


o— — 


Car Mesutanit 
Assn. Will Hold 
Banquet Mar. 16 


NEW YORK— —_The annual ban- 
quet of the Automobile Merchants 
| Assn. will be held Tuesday eve- 
ning, Mar. 16, in the grand ball 
room of the Hotel Commodore. 

“The generous response from 
in support of 
this affair has encouraged the 
committee to arrange a timely 
and interesting program,” said 
William L. Colt, chairman of the 
association’s banquet committee 
and president of Dodge Motors 
New York, Inc. 

“Our toastmaster will be Lee J. 
Eastman, president of the Pack- 
ard Motor Car Co. of New York. 
The speakers will be George E. 
Sokolsky, commentator on na- 
tional and international affairs, 
and Walter C. Kelly, ‘The Vir- 
ginia Judge.’ 

“Sokolsky is well known as an 
authority on political economy, 
whose recent address from town 
hall over a nationwide radio hook- 
up won him a host of new friends. 
He is recognized as one of the 
leading defenders of democracy 
and capitalism in the United 
States. 

“ ‘Judge’ Kelly, long beloved for 
his humorous dialogue sketches 
of the southern judiciary, has re- 
cently completed a series of radio 
broadcasts that have served to 
bring his unusual talent to untold 
millions. 

“With all signs pointing toward 
excellent business conditions for 
the automotive industry in metro- 
politan New York during the com- 
ing year, it is expected that a 
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Competent Engineering 
Consistent Prices and 
Reliable Deliveries 


DELTA ELECTRIC COMPANY 
; Dept. 900, Marion, Ind. 
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White Launches $2, 000,000 Expansion Program 


Increased Demand Forces 


New Plants, Machinery 


(Continued from Page 1) 


“vitally necessary step toward 
boosting production schedules 50 
per cent to meet demands created 
by increased business during 
1936,” and named Frank M. 
Bender, vice-president and gen- 
eral manager, to take charge of 
the program. 

Most important items in the 
plan, as outlined by Black, are 
those calling for the construction 
of a combination testing plant and 
research laboratory, and the bus 
body building division, purchase 
and re-arranging of new machin- 
ery, tools, and heat-treating equip- 
ment; dynanometers for engine 
testing, creation of greater storage 
facilities, and general property 
improvement. 

“Although this program has 
been under construction for quite 
some time, immediate action was 
necessitated by the additional bus- 
iness created by the introduction 
of the new $1,000 truck line, and 
the increasing popularity of 12- 
cylinder ‘pancake’ engine city 
coaches and heavy-duty trucks,” 
Black said. “Considering that 1936 
was our banner year in unit sales 
and deliveries, the fact that deliv- 
eries alone for the first two months 
of this year increased 35 per cent 
over the same period last year 
explains the need for expansion.” 


Employment at Peak 


Keeping pace with the planned 
expansion, employment at White 
is at its highest level since De- 
cember, 1930, he asserted. All 
shifts have been increased and 
figures show the addition in 
Cleveland of 924 employes since 
February, 1935, an increase of 40 
per cent. Of this number, 450 have 
been added since the first of the 
year. 

Outstanding single item in the 
program is the creation of the 
bus body building department, a 
move warranted by the increase 
in the sale of 12-cylinder “pan- 
cake” engine buses for city serv- 
ice. The new heavy-duty coach 


body building will occupy more} 


than 140,000 square feet of space 
formerly utilized by the Cleveland 
district office. It is to be com- 
pletely modernized and fitted with 
the latest-type body building 
equipment and assembly line at 
a cost of more than $250,000. 


Approximately 150 men will be 
put to work in the new plant. The 
new division, work on which has 
already begun, will be ready for 
operation the latter part of May, 
Black said. 

The Bender Body Co., which has 
been supplying a great number of 
the heavy-duty bodies used on 
White coaches, will continue to 
supply the company with light- 
duty and inter-city coach type 
bodies. 

Begins April 1 

Approximately $500,000 will be 
expended on new machinery and 
precision tools under the program, 
while construction work on the 
new test-research building is 
scheduled to begin about the first 
of April. The new structure, fully 
equipped with dynanometers, rear 
axle test stands and rolls, will re- 
lieve pressure on building 25, al- 
lowing that _ structure’s 20,000 
square feet of space to be im- 
mediately utilized and fitted for 
heavy truck production. This 
phase of the program also in- 
cludes a plan for property im- 
provement, painting, re-roofing, 
and repair of present shops. 

The entire $2,000,000 program, 
which is expected to be completed 
sometime early next year, includes 
the purchase of new heat-treating 
equipment, research laboratory 
fittings, and additional conveyors, 
hoists, and cranes to facilitate the 
handling of materials. 

“We expect this broad program 
to double our production capacity 
for trucks and buses, and thereby 





relieve pressure on various divi- 
sions now taxed to the limit,” 
Black said. “Launching of the $2,- 
000,000 plan expresses our faith in 
the future of Cleveland as an in- 
dustrial center, and our belief that 
the present national uptrend in 
business will continue. 

Moved from its location at east 
79th St. and St. Clair Ave., the 
company’s Cleveland district will 
move its entire organization— 
sales, service, parts, accounting, 
and credit offices—to new quart- 
ers at 1421 East 49th St. The move 
was necessitated by the district’s 
increase in business of 100 per 
cent during the past year, or 
about $1,000,000. 





See Sinai Year 
In Detroit Area 


DETROIT.—A banner year may 
be expected in the retail automo- 
bile business in 1937 throughout 
the Detroit and Michigan terri- 
tory, according to D. A. McIntyre, 
Oldsmobile zone manager in De- 
troit. 


“There is tremendous activity 
in used car sales this year and ex- 
ceptionally good prospects for rec- 
ord breaking new car sales,” Mc- 
Intyre said. 


Basing his predictions upon rec- 
ords of Oldsmobile dealers in the 
Detroit zone, McIntyre pointed 
out that used car sales in Feb- 
ruary established a new all-time 
high for that month, approxi- 
mately 60 per cent above the used 
car volume recorded in February, 





a aS 
PRICE OF A 
PACKAGE 
OF GUM 


}car sales throughout 1937 is not 





1936. At the opening of business 
Mar. 1, Oldsmobile dealers in De- 
troit also had on hand about 30 
per cent fewer used cars than on 
the same date last year, he said. 


“The anticipation of record new 


merely optimism; it is a sound 
business expectation based upon 
accurate sales figures. In Detroit, 
general business is looking up, 
and apparently the automobile 
business again is leading the rise 
to pre-depression levels.” 


Feb. Sales High 


In San Antonio 


SAN ANTONIO, Tex. — Despite 
retarded sales due to strike condi- 
tions, new car sales here for Feb- 
ruary totalled 709 units for the| 





second highest February during 


the present decade, and exceeded | - 


17 


only by February, 1936, when 
sales totaled 915 units. Sales ac- 
cording to individual makes were 
as follows: 

Buick, 35; Cadillac, 3; Chevro- 
let, 105 (and 13 commercial units 
and 25 trucks); Chrysler, 15; De 
Soto, 4; Dodge, 50 (and 8 commer- 
cial units and 2 trucks); Ford, 
128 (and 17 commercial units and 
18 trucks); GMC Truck, 5 com- 
mercial units and 1 truck; Gra- 
ham, 6; Hudson, 5; Indiana Truck, 
2; IJC Truck, 4 commercial units 
and 8 trucks; LaSalle, 7; Lincoln- 
Zephyr, 10; Nash-LaFayette, 7; 
Oldsmobile, 10; Packard, 31; Plym- 
outh, 69 (and 1 commercial 
unit); Pontiac, 26; Studebaker, 41 
(and 1 commercial unit); Terra- 
plane, 31; and Willys, 8. 

February registrations for pre- 
vious years were: 1392—283; 1933— 
273; 1934—480; 1935—657; and 1936 
915. 


YOU CAN DEMONSTRATE 100% 
CAR PERFORMANCE! 


Ethyl. They have an average com- 


buy your car if you threw in a 


= a prospect told you he’d 


package of chewing gum. 


You’d 


spend those few pennies cheerfully, 


wouldn’t you? 


That’s 


about all it costs to demon- 


strate 100% performance—just a 
matter of pennies. You use approxi- 
mately two gallons of gasoline in the 
average demonstration. And since 
you must use gasoline, isn’t it good 
common sense to use Ethy] and show 
your prospect the best performance 
your car can give? 

In the 1937 cars particularly, you’ll 
be rewarded for demonstrating with 


pression ratio of 6.25— 
age compression pressure of 


1, and an aver- 


140 Ibs. 


That’s high compression, and it calls 
for a high compression gasoline— 


Ethyl! 


Another thing to remember: if your 


car has an adjustable spark 


for the 


octane quality of the fuel used, be 
sure to set it to take full advantage 


of Ethyl. 


P.S. Don’t forget that Ethyl puts new 
life in older cars, too. If you’re demon- 
strating a used car, put Ethyl in the 
tank and show the old girl off to her 


best advantage! 


SMART SALESMEN DEMONSTRATE WITH 





At New York Meeting 


AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 6, 1937 


Trade Assn. Managers Set Dates for 1937 Shows 


Discuss Trade Problems 


(C sestiined trem Page 1) 


tice control is needed for at least 
10 per cent of the trade. The 
managers were outspoken in con- 
demning this 10 per cent fringe 
that stray from the straight and 
narrow and play merry hob with 
the 90 per cent who are endeavor- 
ing to make profits along ethical 
lines. 

About 40 trade association man- 
agers, representing most of the 
larger cities of the nation at- 
tended the sessions at the Hotel 
Commodore. The meetings were 
in the form of trade discussions, 
problems confronting the industry 





as a whole, but especially from the 
dealer’s angle. 

Senator G. Earle Ingram, Wis- 
consin, spoke on fair trade prac- 
tices and regulatory measures. 
The senator is the author of the 
Wisconsin law, which licenses au- 
tomobile dealers, salesmen, and 
finance companies. 

Regulation of installment financ- 
ing was discussed by John W. 
Darr, vice-president of the Com- 
mercial Investment Trust. Darr 
pointed out the financing is re- 
sponsible for at least 60 per cent 


COURTESY THE STUDEBAKER CORPORATION 


e MORE MILES PER GALLON « 


Fuel economy—of growing 
importance in automobile 
sales —has spotlighted engi- 
neering attention upon motor 
temperature control. Sylphon 
Thermostats have made a 
real contribution in increased 


motor efficiency and resulting 
fuel economy and are recog- 
nized by the leaders for their 
uniform, high standards of 
quality and dependable 
performance. 


FULTON SYLPHON COMPANY, KNOXVILLE, TENN. 











TRADE ASSOCIATION managers met in New York this week to formulate plans for 1937 auto- 


mobile shows. 


Included in the group were, top row, left to right: James Cummings, Columbus Auto- 


motive Trade Assn.; B. L. Broadwell, Toledo Automotive Trade Assn.; Harry Stacey, Springfield, Mass., 
Automotive Dealers Assn.; Richard Murphy, Washington Automotive Dealers Assn.; P. E. Hanson, Mil- 
waukee Automotive Trades, Inc.; Ralph E. Ebbert, Brooklyn Motor Vehicle Dealers Assn.; Theodore 
Buyer, Automobile Manufacturers Assn.; C. M. Hoffman, Packard Motor Car Co.; J. R. Scott, Chatta- 
nooga, Tenn., Automobile Trade Assn.; Alfred Laansma, editor Motor World Wholesale. Center row, 
left to right: Don Blanchard, secretary engineering relations committee S. A. E.; Harry Gardner, Cin- 
cinnati Automobile Trade Assn., W. P. Berrien, secretary of ATAM, manager Philadelphia Auto Trade 


Assn.; A. C. Faeh, manager Chicago Auto Trade Assn.; 


Louis G. Stapley, manager Empire State Auto 


Merchants Assn.; John E. Raine, manager Maryland State Trade Assn.; Claude Klugh, manager Penn- 


sylvania Automotive Assn.; J. M. Kramer, Hudson County Auto Dealers Assn.; 


Elliot Curtis, editor Auto- 


mobile Trade Journal; S, F. Chitterbuck, National Used Car Market Reports; Harry G. Bragg, general 


manager Auto Merchants Assn. of New York. Bottom row, left to right: 


G. L. Hosteter, executive 


director Employers Assn., Chicago; Miss Marjorie Baker, secretary Buffalo Auto Dealers Assn.; H. H. 
Shuart, manager Detroit Automotive Trade Assn.; Claude Holgate, manager Newark Automobile Trade 


Assn. ; 


William Owings, Pittsburgh Automobile Dealers Assn.; Herbert L. Buckman, manager Cleveland 


Automobile Trade Assn.; Alfred Reeves, vice-president and general manager Automobile Manufacturers 
Assn.; Ernest Lied, president National Auto Dealers Assn.; Joseph Schlecht, St. Louis Auto Trade 


Assn.; Arnon Benson, general manager NADA.; James Dalton, editor Motor. 


of sales and has resulted in lower 
car prices. 

Three leading experts on the 
subject of automobile shows, and 
show management gave interest- 
ing explanations of the subject. 
The speakers, Alfred Reeves, the 
national show manager and vice- 
president of the Automobile 
Manufacturers’ Assn., Al Faeh of 
Chicago, and Miss Marjorie Baker 
of Buffalo, expressed in detail 
their views on what is necessary 
to make an automobile show a 
success. In their opinion times 
have changed in the last few 
years, and it is no longer neces- 
sary to put on a vaudeville or 
freak show with the display of 
cars. The average owner of an 
automobile knows more about the 
mechanical side of the product, 
and consequently is more inter- 
ested in what makes it run, and 
the factors concerning smooth 
performance, than he is in seeing 
car exteriors and a galaxy of en- 
tertainers. 

The majority of those present, 
however, still cling to the idea 
that giving away a car or other 
free articles, proves a very satis-| 
factory method of drawing motor- 
ists to the exhibit. 

The plans for the coming sea-| 
son’s show are little changed from | 
those of past seasons. The out of 
town show will follow the “big 
show” here in New York. As last 
year’s outside shows caused some 
difficulty, resulting from _ the 
closeness of the dates of exhibition 
th? coming season's will be better 
spaced. 

Opinion prevailed that the Cali- 
fornia Used Car Bureau, which 
is self-regulatory among dealers 
in that state, was running along 





at a smooth pace, and give prom- 
ise for the future. 


1 


Colo. Legislation 
Seeks Specific 
Ownership Tax 


DENVER.—The first move by) 
the present state legislature for | 


immediate passage of a bill pro- 
viding for the consolidation of li- 
cense fees and the personal prop- 
erty tax on automobiles, in ac- 
cordance with the constitutional 
amendment adopted by Colorado 
voters at the last general elec- 
tion, was made this week when 
the committee on roads 
bridges in the house ordered the 
bill printed. 


The bill, introduced by Rep. 
Moses E. Smith, is in reality a 


vehicles. It divides motor vehicles 


into A and B classes. All public | 


carriers, under the terms of the 
bill, will be in class A, and private 
carriers will be in class B. 


The bill provides for a gradu-| 


ated tax and license fee, based 


upon the factory price and age| 


of the vehicle. During the first 
year of ownership of a private 
carrier vehicle the tax would be 


3 per cent of 70 per cent of the} 
factory price of the car; the sec-| 
ond year, 3 per cent of 50 per cent | 


of the factory price; the third 
year, 3 per cent of 40 per cent; 


the fourth year, 3 per cent of 30) 


per cent, and the fifth year, 3 per 
cent of 15 per cent. After the 
fifth year of ownership, there 
would be a flat tax of $1.50, which 
would include the license fee and 
the property’ tax. 

The same schedule would apply 
to vehicles classified as public 
carriers, except that after the 


Mechanically 


Correct 


DIVISION OF BORG-WARNER CORPORATION 


and | 








fifth year of ownership when a 
fee of 3 per cent of 15 per cent 
of the factory price would hold 
until the vehicle is no longer in 
operation. 


The bill provides that the state 
commission collect the fees on 
public carriers and that county 
clerks throughout the state, ex- 
cept Denver, collect the fees on 
the private vehicles. County clerks 
would be allowed to keep 20 cents 
of each fee as a handling charge. 
In Denver, the distribution of 
license plates would be taken 
away from the state motor ve- 
hicle department and placed with 
the manager of revenue. 

The new law, which probably 
will be subject to a few minor 
changes before it is finally passed, 
will not be effective until Dec. 1, 


: ’ | 1937, when the 1938 automobile 
specific ownership tax on motor | 


license plates are placed on sale. 

The bill provides for propor- 
tional credit for motorists who 
purchase new automobiles after 
they have paid the ownership tax 
on their old car for that particu- 
lar year. 


With the consolidation of the 
license fees and personal prop- 
erty taxes, proponents of the bill 
contend that the new plan will 
produce more revenue for the 
state, because of tax evasion un- 
der the former system. Many 
counties in the state, it was 


| pointed out, made no attempt to 


collect personal property tax on 
automobiles under former system. 


Colonial Village 
Of Famous Homes 
Built in Dearborn 


DEARBORN.—Five replicas of 
houses famous in American his- 
tory are being built on the south 
side of the Dearborn Inn, to pro- 
vide additional rooms for guests. 
A Colonial village of 18 cottages, 
swimming pool and bathhouse is 
planned eventually, a new idea in 
hotel-keeping. 

The exteriors are exact repro- 
ductions, either from actual meas- 
urements or from consulting old 
records where the houses no 
longer exist. 

The five houses under construc- 
tion are the Edgar Allen Poe cot- 
tage, in Fordham, New York 
City; the shingled house at Mel- 
ville, Long Island, where Walt 
Whitman lived; the house at 
Frederick, Md., made famous by 
Barbara Frietchie; the Gov. Oliver 
Wolcott house at Litchfield, 
Conn., and the house at Red Hill, 
Campbell county, Va., where lived 
Patrick Henry. 
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PLYMOUTH’S NEW CONVERTIBLE coupe, has extra size and increased riding comfort. Rigidity 
is gained by means of a “double-frame”—the second one welded to the body for greater strength and 


oOo 


stability. 


Plymouth Adds 
A Convertible 
To Its ’37 Line 


DETROIT.—A convertible coupe 
was announced this week by the 
Plymouth division of the Chrysler 
Corp. 


The top folds away in a special 
recess back of the seat. Interior 
trim is leather, with a tan mole- 
skin material for the rumble seat. 
The rear compartment has a built- 
in footrest, with slanting floor- 
board. 


Greater roominess is noted in 
the bigger convertible body this 
year, with added legroom and el- 
bow room for three passengers in 
the front seat. The seat is now 
two and one-half inches wider 
than former standard width. The 
spare tire is carried inside the 
body, in a special recess behind 
the right half of the seat. 


The 1937 convertible retains the 


Teachers’ Driving Class 
Begins at Chicago U. 


CHICAGO.—A one-week train- 
ing course for high school instruc- 
tors in the teaching of skillful and 
sportsmanlike driving and of traf- 
fic safety, opened Mar. 1 at the 
University of Chicago. The course, 
first of its kind ever to be given 
in the middle west, is sponsored 
by the Chicago motor club. 


Two authorities on teaching 
methods and driver training, Prof. 


F.. R. Noffsinger, educational con- | 


sultant of the American Automo- 
bile Assn., and Prof. Amos E. Ney- 
hart of Pennsylvania State Col- 
lege, on leave of absence to be 


with the AAA, author of the “Ney- | 
hart Plan” of driver training, will | 
conduct the teaching institute, ac- | 
to Charles M. Hayes, | 


cording 
president of the club. 


Promotion Man 


The Packard Motor 
Car Co. of Chicago is 
looking for a man 
between thirty and 
forty years of age, 
capable of holding 
sales meetings, train- 
ing salesmen, and de- 
veloping sound sales 
promotional plans. 
Reply by letter only, 
giving age, experi- 
ence, nationality and 
salary desired. Ad- 
dress application to 
D. S. Elrod, 2357 S. 
Michigan Avenue, 


Chicago, Ill. 





“double-frame” for rigidity. This 
provides a second frame, with 
rigid cross-members, that is 


welded to the body for additional 
support and resistance to twisting 
forces. This second frame supplies 
a strengthened anchorage for the 


THE MOR 
VIBRATIO} 


‘‘@ 


body and reduces rattles and 
twisting motions. 

Complete weather stripping of 
all door-fittings and windows 
makes the top unit waterproof and 
draftproof. . 


PPT 


Heavy Trucks 
Listed in New 
Blue, Red Books 


CHICAGO.—Motor trucks up to 
and including those of 3%-tons 
capacity find a place in the used 
vehicle listings and valuations of 
the 104th edition of the Blue Book 
and Red Book, published by the 
National Used Car Market Re- 
port, Inc. The new Blue Book and 
Red Book, for use dtiring March 
and April, are just off the press. 


Commercial vehicles have been 
included in the contents for a 
number of years, but heretofore 
have been in the range of 1% 
tons or lighter capacities. 

Pointing to the expansion in 
service of the organization, George 
A. Leukhart, general manager, 
cited two other steps taken by 
the National Used Car Market 
Report, Inc., during the past 
12 months. The first was the 
issuing of a pocket edition Blue 





Book to supplement the Red Book 
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THE CONNECTION! 


Sounds wrong, doesn't it? Old-fashioned 
electrical terminals were destroyed by vibra- 
tion—BUT—Vibration keeps snap terminals 
slightly moving, thereby polishing and 
cleaning them. This insures perfect contact. 


S waged -On 
S, nap Terminals 


DEFEAT 
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and master edition Blue Book. 
Following this came the publish- 
ing of a guide containing trailer 
listings and specifications. 


In a statement concerning the 
latest expansion in its services 
to automobile, truck and trailer 
dealers, manufacturers, finance 
companies, banks and insurance 
firms, Leukhart said: 


“The Blue Book and Red Book 
are more complete and, as a con- 
sequence, more valuable than at 
any previous time during the 26 
years the National Used Car Mar- 
ket Reports have been published.” 


Fox Heads Dealers 


MADISON, Wis.—N. W. Fox, Fox 
Motor Co., has been elected presi- 
dent of the Madison Automotive 
Assn. Other officers are Paul Kay- 
ser, Kayser Motors, Inc., vice-presi- 
dent; Henry Ritter, Ritter Automo- 
bile Co., treasurer, and A. L. Hirst, 
who was re-elected executive secre- 
tary for his eighth term. Directors 
named are A. J. Haen, Motor Sales, 
and George D. Keating, Geo. D. 
Keating, Inc. 


CORROSION AND VIBRATION 
H. A. DOUGLAS MFG. CO. 


203 
BRONSON e 


RAILROAD STR 


EET 


MICHIGAN 


ORIGINATORS OF Swaged-On Snap Terminals 
and DOUGLAS LIGHT CONTROL SYSTEM 
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Rural Sections May Fight Conn. Inspection Law 


CATA Cites Improvement 
In Safety; Opposes Repeal 


HARTFORD, Conn.—Despite the | 


fact Connecticut’s compulsory in- 
spection law is already showing 
definite results in the improve- 
ment of mechanical conditions of 
cars on the road as well as elimi- 
nation of “junkers,” a fight for 
continuation of the program has 
been precipitated by introduction 
of two bills in the general as- 
sembly calling for its repeal. 

The measures, designated as 
house bills 623 and 1025, were in- 
troduced by legislators from small 
towns, indicating that resentment 
against the inspection law is cen- 
tered in rural regions. With the 
house of representatives domi- 
nated by small twons fear has 
been expressed that the repeal 
movement may gain ground. 


Carl R. Lane, manager of the 
Connecticut Automotive Trades 
Assn., Inc., told ADN that his or- 
ganization will offer determined 
resistance to the drive for repeal. 
He said the inspection law has 
been a major factor in furthering 
the highway safety campaign in 
Connecticut and that its continu- 
ance is a vital necessity. 

The fourth inspection period will 
begin Mar. 15, with lanes operat- 
ing in all sections of the state, 
according to Wilbur L. Cross jr., 
chief engineer of the state de- 
partment of motor vehicles, who 
is in charge of the program. Cross 
has just issued a brochure outlin- 
ing the development of the pro- 
gram and plans for future opera- 
tion. 

Significant among the statistics 
presented is a table showing a 
steady decrease in rejections with 
each succeeding inspection period. 
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In the first (1935) period, 53 per 
cent of the cars were rejected; in 
the second (spring, 1936) 38 per 
cent, and in the third (fall, 1936) 
34 per cent. Rejections for faulty 
brakes decreased in this order, 27, 
20 and 16 per cent, and for lights, 
28, 17 and 12 per cent. 

From this tabulation several 
conclusions can be drawn: First, 
that car-owners have become con- 
vinced that the inspection pro- 
gram is not to be taken lightly 
and have put their cars in better 
nechanical condition; second, that 
the steady decrease in rejections 
indicates a decided reduction in 
the number of “junkers” being 
operated on Connecticut high- 
ways, as such cars could not pass 
the test, and third, that the two 
most important items of safety 
equipment, brakes and lights, are 
generally in better condition. 

“Rejections for wheel alignment 
and miscellaneous items increased 
during the third inspection period 
due to more rigid requirements 
for alignment, miscellaneous 
equipment and fogged and cracked 
windshields,” Cross said. 

“We find by contacting repair- 
men that major repair jobs have 
been steadily decreasing and that 
most of this work now being done 
consists of adjustments and minor 
repairs showing that the actual 
condition of the vehicles closely 
approximates our figures. 

“We know from inspection re- 
sults, observations on the road and 
reports from repairmen that the 
vehicles are in much better condi- 








Smartness 





And one that our patrons seem 
to appreciate, judging from their 
praise for the charm and beauty 
of the Silver Grill and the other 
public rooms, and their enthus- 
iasm over the thoughtful con- 
veniences and comforts of the 
guest rooms. Rates begin at 
$3.50 single. 


LEXINGTON FEATURES 


Every room with radio and bath. 
3 blocks from Grand Central. 
Near Radio City and smart 
shops. Garage in connection. 
Famous orchestras play nightly 
in the gay Silver Grill. 


HOTEL 


LEXINGTON 


48th STREET at LEXINGTON AVENUE, N. Y. 


Charles E. Rochester, Manager 
National Hotel Managemen! 
Company, Inc. 
Ral Hitz, President 
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tion than they were before the in- 
spection started in 1935. 

“We know from actual canvass 
of motorists appearing at the in- 
spection lanes, from canvass of 
members of the automobile clubs 
and from data received from as- 
sociations or repairmen and deal- 
ers throughout the state that this 
system of semi-annual inspection 
of motor vehicles has been very 
favorably received by the motor- 
ing public. 

A 50-cent fee for the semi-an- 
nual inspection, instead of the 
present charge of 25 cents, was 
urged by Motor Vehicle Commis- 


| sioner Michael A. Connor before 


the appropriations committee of 
the general assembly, Mar. 2. A 
bill to authorize the increase is 
now pending. 

With the extra revenue which 
would be afforded by this change, 
his department 
permanent, year-’round testing 
stations in the larger communi- 
ties and more outdoor lanes for 
the less thickly populated areas. 
As an alternative, he suggested 
that the 25-cent fee be retained 
and the state appropriate $60,000) 
permanent stations. 





could establish | 





THE PONTIAC STATION WAGON, a four-door country estate and resort hotel conveyance, 
finished in natural wood with three seats accommodating eight people including the driver, or the driver 
and 1,000 pounds of luggage or other dead load. It is built on the 1937 six-cylinder chassis of 117-inch 
wheelbase, with the two rear seats removed for luggage it provides length of 8214 inches with a width of 
50 inches and average height of 45 inches. 


Chevrolet Ends 10 000 M the 
Economy and Safety Run 


DETROIT.—Officials of Chev- 
rolet and the City of Detroit gath- 
ered at City Hall last week to wel- 











Station Wagon 
on ’37 Chassis 


PONTIAC.—Pontiac Motors has 
announced that it will build a 





dom from the Chevrolet assembly 
line at Flint by Reed and Eric 
Von Hambach, regional director 


|come Harry Hartz, racing driver,|for the AAA. All parts were : 
at the canton of his 10,000- | Checked to make sure they con- station wagon model — on the 
. formed to standard equipment. 1937 six-cylinder chassis. C. P. 


mile safety and economy test run 
around the rim of the United 
States in a Chevrolet standard 
truck. 


John W. Smith, president of the 
common council, headed the of- 
ficial welcoming delegation, which 
included W. E. Fish, Chevrolet 
commercial car manager, and A. 
R. Cosgrove, assistant manager. 

Hartz set out from Detroit two 
months ago with Stanley Reed, of- 
ficial observer for the American 
Automobile Assn., under whose 
sanction the test run was con- 
ducted. Reed maintained daily || 
records of fuel consumption and | 
the performance of the truck, 
which carried a certified pay load 
of 1,000 pounds. 

Their route took them through 
the mountain passes of the north- 
| west, over trails of the south- 
| western desert, from the northern- 
most corner of the country to the 


Simpson, general sales manager, 
said that the company has care- 
fully considered the extent of the 
market for a model of this kind. 


“We believe that with the gen- 
eral improvement in _ business 
many people who maintain subur- 
ban homes, country estates and 
extensive summer or winter re- 
sort places again are returning 
to the scale of living to which 
they were accustomed a few 
years ago,” said Simpson. 

The new Pontiac station wagon 
is mounted on the 117-inch wheel- 
base six-cylinder chassis. It has 
a natural wood finish inside and 
outside, and has a capacity of 
eight people including the driver, 
or the driver and 1,000 pounds of 
dead load. There are three cross 
seats, the two rear seats being 
removable to accommodate lug- 
gage or other articles. 


When the tail gate is open the 


The fuel tank and oil filler were 
locked at the start of the run, 
and Reed carried the only key. 
Other parts were sealed after the 
original inspection by AAA of- 
ficials. 


It was Chevrolet’s second an- 
nual safety and economy run. 
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S. C. Truck Fight 


To Supreme Court 
CHARLESTON, 8S. ©. 
(UTPS).—An order was filed 
in federal district court here, 
allowing an appeal to the 
United States supreme court 
from a ruling preventing the 
South Carolina highway de- 
partment from enforcing 
truck limitations of the 1935 
law. 

The order was signed by 
District Judge J. Lyles 
Glenn. It permits an appeal 
from a decision rendered 


}southernmost, from Washington neth is 208% inches. 

to California, from Florida to New = = = aoe a Se the length is 196% 

England. that Barnwell Brothers, of inches. Average height is 45 
Reed revealed that an unof- North Carolina, and other inches. 

| ficial computation of his records trucking concerns were en- There are four doors, all 


titled to injunction relief 
from the statute limiting 
trucks to 20,000 pounds gross 
weight and 90 inches width, 
insofar as the main high- 
ways of South Carolina were 
concerned. 


showed the truck to have aver- 
aged better than 20 miles to a gal- 
lon of gasoline. 

His records will be sent to the 
AAA contest board officials at 
| Washington for formal review and 
certification. 


The truck was selected at ran- 


equipped with window regulators. 
Rear springs are specially built to 
accommodate the extra loads. 

The same station wagon can be 
obtained at slightly less cost with 
pyralin curtains in place of glass 
in the rear doors, rear quarter 
and rear windows. 


























NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 













GENERAL MOTORS GROUP 
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the Ath Dimension 


The News of Automotive Advertising 


By 


Easter Parade 


GERRY SCHURMAN 


Extra advertising pressure in magazines, newspapers, 
on the air and in outdoor postings will be used by Chrysler 
to give impetus to a spring sales drive to begin Mar. 18. It 
will be called the “Chrysler Easter Parade” and will last 


through Easter Sunday, Mar. 


28. 


According to Arthur E. Tongue, director of advertising 


and sales promotion, there will be®— —-— 


special advertising releases in five 

national magazines, radio spots in 

48 cities and a 

special outdoor 

posting. Dealers 

have been urged 

in promotional 

literature sent 

out by the fac- 

tory to use space 

in local papers 

and time on 

local radio sta- 

tions to supple- 

. ment the na- 

tional program. 

A. E. Tongue i véumetets 

“Easter Parade” newspaper cam- 

paign has been made up by the 

Lee Anderson advertising agency. 

The campaign will make a 

special appeal to women. A style 

parade will be conducted by the 

dealers either in their own show- 

rooms or in a public hall, in col- 

laboration with local women’s 

wear and department stores. Free 

motion picture shows will be given 

in salesrooms, featuring standard 

comedies and travelogues, and 
four special pictures. 


Guild 

The first of a series of four pro- 
grams announcing the 1937 com- 
petition of the Fisher Body 
Craftsman’s Guild will be heard 
over a coast-to-coast Columbia 
network at 7:30 p.m. EST, 
Wednesday, Mar. 10. The pro- 
gram, designed to interest boys 
between the ages of 12 and 20 
years, will feature Capt. Eddie 
Rickenbacker. The program will 
be rebroadcast for the west 
coast at 10:45 p.m. EST. 


W. A. Fisher, president of the 
Fisher Body Craftsman’s Guild 
and vice-president of General 
Motors, will announce details of 
the competition. Franklin At- 
water, winner of a $5,000 scholar- 
ship in the 1934 competition, will 
be presented to the radio audience. 

Jean Paul King, widely known 
news reel and radio commentator, 
will do the announcing. 

The second of the series, fea- 
turing Ted Husing, will be heard 
Friday, Mar. 12 at 7:30 p.m. The 
third and fourth will be heard 
Mar. 17 and 19 at the same time. 


Notes 


Fleet Sales Co. has appointed 
Martin, Inc., as advertising coun- 


sel. National and trade publica- 
tions and direct mail will be used 
in the new campaign. ... The 
Walsh Advertising Co. Mar. 1 
opened a Toronto office in the 
Toronto General Trusts Bldg. 

The Studebaker Champions, 
conducted by Richard Himber, 
will switch from the NBC red net- 
work to the blue on Mar. 8. The 
program will be broadcast from 
New York at 10 o’clock, EST 
every Monday night. In addition 
to the NBC network programs, 
the Studebaker weekly broadcast- 
ing will include a series of half- 
hour transcription over 12 sta- 
tions. 


Bantam Company 
To Produce Cars 
Similar to Austin 


BUTLER, Pa.— Production of 
automobiles, giving employment 
to 500 persons, will be started 
within the next 60 days at the 
Butler plant of the American 
Bantam Car Co. 

R. S. Evans, president of the 
Bantam, who took over properties 
of the former Austin Car Co. last 
June, said: 

“Sufficient capital is now avail- 
able to proceed with immediate 
steps to commence manufacture 
of Bantam cars. The new com- 
pany is procuring materials and 
tooling up the factory here pre- 
paratory to production. It is esti- 
mated that within 60 days we will 
be ready to go.” 

It was stated the plant will 
manufacture a line of cars simi- 
lar in size and price to the Austin 
but will be modernized in per- 
formance and appearance, includ- 
ing commercial and passenger car 
units. 

For the past several months the 
Bantam factory has been employ- 
ing around 100 persons, engaged 
in making replacement parts, en- 
gines and various units for other 
automotive manufacturers. 

Actual production of Austins 
was discontinued two years ago 
and in June, 1936, the American 
Bantam Car Co. acquired the as- 
sets. Since that time Evans and 
his associates have been engaged 
in completing plans for the new 
concern. 


MODERN LIGHTING gives this showroom a daylight appearance at all times. This photograph 
of the Packard Motor Car Co. of Chicago shows the absence of shadows and the evenly distributed light 


to all sections of the floor. The Curtis Lighting Co. _made the installation. 





Sparks 


Chris 
Sinsabaugh 


(Continued from Page 1) 


oil fields have come into the pic- 
ture and petroleum activity is as 
great as it ever was. In con- 
sequence the demand for trucks 
runs high, with White getting a 
big slice. 

* * * 

BAUMAN says the Texans are 
working to change the obnoxious 
tax law, alleged to have been in- 
stigated by the railroad interests, 
which, as it stands today, limits 
the payload to 7,000 pounds. The 
revision would increase this to 
12,000, which would make the 
truck interests happy indeed. 
This is said to be the first dis- 
criminating law put over by the 
railroad interests and copied else- 
where and which has been a great 
handicap to trucking interests. 

* + * 

ADDITIONAL reports from 
Bauman, taking in from Houston 
to New Orleans, show that there, 
too, many new oil wells are com- 
ing in. Business life in New Or- 
leans shows a great revival while 
at Birmingham all the steel mills 
are running and the Alabama 
metropolis bids fair to become 
the steel center of the south. All 
of which of course means more 
truck business. Long distance 
trucking is brisk in Florida. In 
North Carolina, because of the 
lack of other transportation and 
the’ fine 400-mile road across the 
state, there is plenty of interstate 
motor truck travel. 

+ *~ + 

IN SOUTH CAROLINA there is 
a law similar to the one in Texas, 
but the trucking association there 
have secured a permanent in- 
junction against restrictions on 
trucks. This has been appealed, 





but it is believed the permanent 
injunction will stand, Bauman 
says. 

+ * ok 

IN CLEVELAND, too, I found 
that the automobile salesmen are 
organizing, not with the idea of 
sticking a gun in the boss’s ribs 
and demanding more money and 
shorter hours, but to bring about 
changes in practices which they 
think are necessary to make life 
worth living. And when you learn 
what they discussed at their meet- 
ing Wednesday you can readily 
understand that the salesmen 
have given considerable thought 
to the subject. 

They say that licensing dealers 
and salesmen would eliminate the 
unscrupulous trader and the em- 
ployer who cuts commissions. 
They want the elimination of 
“house deals” under which the 
employer takes the commission 
and usually passes the reduction 
to the buyer. They declare for the 
elimination of the part-time sales- 
men and the man with the draw- 
ing account who avoids the leg 
work involved in hunting pros- 
pects. They ask the standardiza- 
tion of compensation as an aid to 
curbing over-allowances in trades 
and they have gone on record as 
desiring legislation against the 
“packing” of finance charges. 

* * * 

THE FIRESTONE strike came 
along while the column was in 
Akron, but they’ve got so used to 
the sit-downers in the rubber in- 
dustry’s capital that it didn’t 
cause much excitement. In the 
other plants production was run- 
ning smoothly and from reports 
handed out by sales executives, 
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business is going to be unusually 
good this spring. 
oe * 

THERE, TOO, at the May- 
flower, the conductor ran into C. 
P. Fisken, Chevrolet’s advertising 
manager, who was making a pre- 
liminary survey of the soap box 
derby battleground and arrang- 
ing for the handling of this clas- 
sic which again will be contested 
in Akron, in August. The hill has 
withstood the rigors of winter 
and is in fine shape. Arrange- 
ments are being made to hold the 
banquet for the kid drivers in the 
Armory this year, a step neces- 
sary because of the huge crowd 
of drivers, guests and others who 
want to see the final act of this 
international battle. 

+ * + 

FOR REVIEW purposes there 
has come to the desk the Nash- 
LaFayette News, marking the 
first issue of a house organ for 
the new combinati6n, a Clever job 
that has been well handled by 
Jack Reeser, Nash division sales 
promotion manager. With becom- 
ing modesty I blush, for Reeser 
has taken advantage of the fact 
that I acted as toastmaster at the 
Nash Kelvinator newspaper party 
in Chicago recently, when the au- 
tomobile editors were formally 
introduced to George Mason, re- 
printing from “Sparks” the 
George Mason story I wrote at 
the time. The blush comes along 
after reading the banner heading 
which says, in red ink: “The 
‘Brisbane of Auto Columns’ Looks 
at Mason,” with the hanger re- 
cording “Chris Sinsabaugh, Fa- 
mous Automotive Daily News 
Editor, Writes Mason Verdict.” 

Ain’t that sumpin’. 


NICKELGRAMS 
65A 


Increasing use of Diesel en- 
gines in the new streamlined 
trains and in marine service has 
lead industrial leadérs to believe 
that the Diesel engine industry 
may become a prime factor in 
industrial recovery in the future. 
Domestic and foreign demand 
have increased to such an extent 
that the production of Diesel 
units is said to be about three 
times what it was in the year 
previous to the depression. A 
check-up of modern Diesel design 
reveals the fact that many of 
the working parts of the Diesel 
engine including the cylinder 
liners in which the pistons oper- 
ate, are fabricated from ofa 
containing Nickel. These Nickel 
Alloys combine great strength 
with unique resistance to wear 
and to the corrosive effects of 

the by-products of Die- 


THE sel fuels. 
INTERNATIONAL 
NICKEL COMPANY 


INC. NEW YORK, N. Y. 
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Motor Shares 
Are Quiet But 


Show a Gain 


By C. J. ALEXANDER 


NEW YORK.—General Motors 
was the most popular stock in the 
portfolios of the investment trusts 
of this country again in 1936, a 
position it has held steadily since 
during the early years of the de- 
pression. The shares of this com- 
pany were not even among the 
first 15 in popularity during the 
height of the boom in 1929 when, 
with the test of earning power 
which came with bad times, GM 
proved its worth and became in 
great demand. 


An analysis of the holdings of 
some 100 trusts reveals that 
Chrysler held its place as the 
stock in third place when meas- 
ured by the number of trusts 
which included it in their hold- 
ings. In second place last year 
was International Nickel, which 
displaced American Gas & Elec- 
tric in that position. 


Seventy of the 100 trusts re- 
ported holdings of 320,000 shares 
of GM stock as of Dec. 31, 1936, 
and in the hands of 60 trusts 
were 256,000 shares of Chrysler. 
Chrysler was among the few 
stocks which were more widely 
held in 1936 than in the preceding 
year. 

Others Popular 


Next in rank among the auto- 
motive companies held by the in- 
vesting companies were the fol- 
lowing: Borg-Warner, with 44,000 
shares held in 22 portfolios; Briggs, 
24,000 in 21; Libbey-Owens-Ford, 
88,000 shares in 20, and Timken 
Roller Bearing, 34,000 shares in 19 
portfolios. 

Thirteen trusts held 36,000 shares 
of Goodrich, 13 held 51,000 shares 
of Goodyear and 10 trusts owned 
45,000 shares of United States 
Rubber. 


Among the other widely held 
automotive stocks were Electric 
Auto-Lite, Bendix, Firestone, Ford 
of Canada, Mack Trucks and 
Yellow Truck & Coach. 


Among other car and truck 
companies less widely held but 
included in the portfolios of some 
trusts were Hudson, Nash, Pack- 
ard and White. 

Included in the less widely held 
parts and accessory company 
stocks were Ainsworth, American 
Chain, Bohn, Bower Roller Bear- 
ing, Briggs & Stratton, Campbell, 
Wyant & Cannon, Clark Equip- 
ment, Cleveland Graphite Bronze, 
Collins & Aikman, Detroit Steel 
Products, Eaton, Houdaille-Her- 
shey, Kelsey-Hayes, Motor Wheel, 
Murray Corp., National Automo- 
tive Fibres, Reynolds Spring, 
Ruberoid, Stewart-Warner and L. 
A. Young Spring & Wire. 


Demand Up 


The immediate investment de- 
mand for tire and rubber stocks 
increased again this week as re- 
ports of an impending further 
increase in prices of tires gained 
wider circulation in Wall Street. 
The talk was of a 10 to 15 per 
cent upward revision before the 
heavy selling season of the spring 
and summer. 

The question of automobile 
prices also is obtaining a lot of 
attention in the Street. The con- 


~ , . r 
“COPY WRITER” 
For industrial accounts, to join staff of 
large research and promotional organization; 
must have broad industrial training plus 
thorough grounding in at least one of the 
following lines: automotive engineering, 
mechanical engineering; chemical engineer- 
ing or electrical engineering. Background of 
automotive service promotion advantageous. 
Proved ability to write imaginative yet ac- 
curate promotional copy required. Prefer- 
ence given to young man who is willing to 
work intensively and to grow. State spec- 
ifically your age, education, experience and 
salary expected. Box 1113, Automotive 

Daily News. 


AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 6, 1937 


GM Stock Heads Investment Trust Holdings in ’36 


census of observers here seems 
to be that no increases will be 
made on this year’s models but 
few are willing to risk a predic- 
tion that some upward revisions 
will not be made on the 1938 
models, if wages and cost of ma- 
terials continue to rise. Although 
it is pointed out that the policy of 
the industry has been to keep 
prices low and in that way widen 
the market, some are beginning 
to wonder how long the manufac- 
turers can continue to increase 
wages and other costs and resist 
the general tendency of industry 
at this time to raise selling prices. 

Trading in automotive stocks 
was less active this week than 
usual. Early confidence that 
Chrysler would reach a quick 
agreement in its negotiations with 
the unions was reflected in an 
advance of six points in its shares 
in the week covered by the ADN 
stock price averages. 

The ADN averages for Mar. 3, 
compared as follows with the pre- 
ceding week and the like period of 


last year: 

Year 
Ago 
45.47 
47.52 


This 
Week 
51.25 
53.00 


Last 
Week 

49.82 
.51.59 


Change 
+-1.43 
+1.41 


—0.60 44.29 


24 Motors 
10 Car-truck Cos. 
10 Parts-Access. ..41.40 40.80 
4 Tire-rubbers ....42.61 44.71 +2.10 25.70 
Only the parts and accessory 
group gave ground during the 
week, this having been due in 
some part, according to the Street 
gossip, to fears that widespread 
wage increases by the companies 
in this group might have an ad- 
verse effect on earnings. Tire 
stocks were at their high point 
for the recovery move. 


Declarations Listed 


Among dividend actions of the 
week are the following: 

Electric Auto-Lite, regular quar- 
terly of 60 cents, payable Apr. 1; 
Midland Steel Products, regular 
of 50 cents on $2 preferred, pay- 
able Apr. 1; Allied Products, 
Class A, 43% cents, Apr. 1; Bohn 
Aluminum & Brass, 75 cents, Apr. 
1; Electric Storage Battery, 50 
cents on common and 50 cents on 
preferred, both payable Mar. 30; 
L. A. Young Spring & Wire, quar- 
terly of 75 cents, Apr. 1; Columbus 
Auto Parts, 25 cents on account of 
arrears on preferred, leaving $3.90 
in arrears on that issue. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, March 5 (3:25 p.m.)—General Motors and Chrys- 
ler led a move by automotive stocks into higher ground 
today as the entire market showed strength. Both leaders 
were up well over a point at times and at the finish were 
about a point above yesterday’s close. The gains were 
accomplished on a turnover smaller than usual for this 


group. 


Rubber Profits Leap 
Despite Raises, Strikes 


charge of production at Goodrich, 


AKRON.—Rubber during Feb- 
ruary was in the news here with 
a general advance in wages of 
from five to eight cents an hour, 
reports of profits for 1936 more 
than double those of 1935 for 
Goodrich and Goodyear, and a 
management innovation in _ sit- 
down strikes that gave these 
otherwise disturbing uprisings a 
dry sense of humor. 

Firestone lead off with an an- 
nouncement of a boost in wages 
which put the minimum hourly 
wage in that plant at 65 cents an 
hour for women and 75 cents an 
hour for men. Other companies 
followed immediately. 

Goodyear’s profits for 1936, in 
spite of more than 50 sit-down 
strikes, one of which lasted six 
weeks, were more than $10,000,000 
which almost doubled 1935 profits 
and added more than _ $7,000,000 
to net working capital. Current 
assets of $114,233,676, against cur- 
rent liabilities of $8,569,494, a 
ratio of 14 to 1 were reported in 
the consolidated balance sheet. 

Goodrich reported an increase 
of 113 per cent, in its 1936 profits 
of $7,319,507, over 1935. Net cur- 
rent assets were increased $12,- 
000,000 during the year. Next to 
Goodyear, Goodrich suffered most 
with sit-down strikes. 

T. G. Graham, vice-president in 


injected a smile into a sit-down 
strike which found the sit-down- 
ers still sitting when Saturday 
night bathtime came around. He 
issued factory passes to the sitters 
which allowed them to go home 
to bathe, change clothes and re- 
turn to their posts. 

Although comparatively few of 
the company’s employes were in- 
volved in the sit-down protest, 
Graham employed the strategy 
which had produced early settle- 
ment in previous strikes and shut 
down the entire plant. Operations 
were resumed in a few days and 
negotiations over the disputed 
points followed. 

A few days later, “stay-ins” were 
substituted for “sit-downs” at 
Goodyear, when Clifton Slusser, 
vice-president in charge of pro- 
duction, shut down’ Goodyear 
plant No. 2. Goodyear publicity of- 
ficials reported that Slusser was 
forcibly ushered from the plant 
when he attempted to remonstrate 
with unionists over the cause of 
the uprising, which was said to 
be the determination of a union 
member to work without his dues 
being paid. This strike followed 
the usual pattern with workers 
returning to their posts with ne- 
gotiations over disputed points 
following. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, MARCH 5, 1937 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


1936-37 
High NEW YORK 
Allis Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel 
Bohn A. & B. 
Borg-Warner 
Briggs Mfg. 

Budd Mig. Co., E. G. 
Budd Wheel Co. 
Chic. Yellow Cab (1) 
Chrysler 

Clark Equip. 
Cleveland Gr. Br 
Collins & Aikman 
Com. Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. 

General Elec. 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 


1936-37 
Low 


Last Sale 
Mar. 5 Feb. 26 


71% 
651, 
832 
31% 
27g 
91% 
46/4 
77 
641/, 
12% 
107%, 
24% 
1D 
344. 
38/4 
572 
61. 
71 13% 
3% 16Y2 
7 9V% 
20% 8, 
1701/2 24%, 
3512 124 
431 56 
41, 31% 
325% 16¥% 
101 94, 
36% 185, 
5% 8% 
6042 424 
65%, 
47% 2% 
bed 21% 
385, 60 
4 5 22% 
62 38), 
25% 32 
2 
134g 


High 


12 
47/4 
22% 
27% 
41 
21% 
28g 
15 
14 
17¥% 
144%, 
67s 
287 
4%, 
167g 
1242 
5% 


27¥% 
80l, 
37/3 
62 
56), 
4183 
43), 
27 
22% 
24% 
47/8 
13¥% 
385% 
9, 
387%, 
19\. 


2% 


9, 
5% 
11 


136 


Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 

Motor Products 

Motor Wheel 

Murray Corp. 

Nash Kelvinator 

Pacific Mills 

Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp. 
Socony Vac. 

Sparks- Withington 

Spicer Mfg. 
Stewart-Warner 
Studebaker 

Thermoid Co. 
Thompson Products 
Timken-Det. 
Timken Roller Bear. 
U. 8. 
U. &. 
West’house E. & M. 
White Motors 
Yellow Truck 
Young Spring & Wire 


Last Sale 
Mar. 5 Feb. 26 


257% 
72% 
35% 
57 


NEW YORK 


47\. 
347 
24, 
18//, 
22% 
39 

11% 


8% 


Axle 


Industrial Alcohol 
Rubber 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 
Pines Winterfront 
Woodall Industries 


DETROIT 


Federal Mogul 
Hall Lamp Co. 
Hoover Ball Bearings 


IHC Profit Up 
To $29,760,000; 
17% Over 1935 


CHICAGO.—Substantial im- 
provement in the business of the 
International Harvester Co. dur- 
ing 1936 as compared with 1935 is 
shown by the annual report, is- 
sued this week. Noting that the 
company’s fiscal year has been 
changed so as to end on Oct. 31 
instead of Dec. 31, the report 
states that net profits for 1936 
were $29,760,000 as against $19,- 
618,238.03 for 1935. 

Total proceeds from sales dur- 
ing the fiscal period ended Oct. 
31 were $254,934,000, or 17 per cent 
more than for 1935, and 24 per 
cent less than for the peak year 
1929. 


The average number of em- 
ployes in the United States during 
1936 was 50,400 as compared with 
45,700 during 1935 and 47,800 dur- 
ing 1929. 


Net Earnings Up 
At Borg-Warner 


CHICAGO.—The audited annual 
statement of Borg-Warner Corp. 
for 1936 will be published within 
the next few days and will show 
net earnings of $8,326,865 after all 
deductions, including depreciation, 
federal income taxes and undis- 
tributed profits taxes, it was an- 
nounced Friday. 


After allowing for dividends on 
preferred stock, this will show 
net earnings of $7.13 per share on 
the common stock issued and out- 
standing as of Dec. 31, 1936, ex- 
clusive of the stock held in the 
treasury of the company. Net 
earnings for 1935, after allowing 
dividends on _ preferred stock, 
amounted to $5.89 per share on 
the common stock. 


The regular quarterly dividend 
of $1 per share was declared 
on the common stock, payable 
Apr. 1. 


Marlin-Rockwell Net 


Is Set At $1,634,111 


NEW YORK.—Report of Mar- 
lin-Rockwell Corp. and subsidiary 
for the year ended Dec. 31, 1936, 
certified by independent auditors, 
shows a net profit of $1,634,111 af- 
ter depreciation, federal taxes, 
etc., equivalent to $4.81 a share 
(par $1) on 339,245 shares of 
common stock, excluding 24,900 
shares held by company. 


This compares with $1,112,186 or 
$3.28 a common share in 1935. 


Shows Profit 


DETROIT.—A net profit from 
operations of $9,459.73 for January, 
1937, was shown by Continental 
Motors Corp., according to a state- 
ment issued by W. R. Angell, presi- 
dent. For the first quarter of the 
fiscal year ending Jan. 31, a net 
loss of $36,413.87 was shown, after 
depreciation of $75,662.46, which in- 
cluded $15,755.60 development ex- 
pense incurred during the period. 
This is compared to a net loss of 
$48,003 for the same quarter of 1936. 


Will Pay on Arrears 


DAYTON, O.--At a _ board of 
directors’ meeting of the Dayton 
Rubber Mfg. Co., it was decided to 
pay $1 on the arrear accumulated 
dividends amounting to $2 on the 
company’s class “A” stock. This 
leaves a balance of $1 due. The 
dividend is payable Mar. 15 to stock- 
holders of record Mar. 1. 


Plan Approved 


NEW YORK.—Collins & Aikman 
stockholders have approved the re- 
capitalization of the 48,884 shares of 
7 per cent preferred into new 5 per 
cent preferred with a conversion fea- 
ture. The stock will be exchanged on 
a share-for-share basis. Through the 
recapitalization, the annual preferred 
dividend requirements will be re- 
duced to $244,420 from $342,188. 





Set-up 
To Vie on 
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Seattle Adopts ‘Used Car Appraisal Bureaw’ Plan 


Permits Dealers 


Equal Basis 


SEATTLE.—With all local deal- | 


ers participating, the used car 
appraisal bureau, or the “used 
car market” plan as it is prefer- 
ably termed, becomes operative in 
Seattle this week. 

Tod Bates, general manager of 
the Motor Car Dealers Assn? of 
San Francisco, who has helped 
get the plan started in a number 
of western cities, explained the 
plan to dealers and salesmen, at 


a meeting here recently, attended | 


by over 200 men. 

- The plan will permit dealers 
to compete on an equal basis. 
The one who now sells a car does 
the best selling job, not making 
the largest allowance on the old 
car, as was so often the case 
under the old unrestricted method. 


Plan Has Worked 


S. S. Ayres, president of the 
Seattle Automobile Dealers Assn., 
presided at the general meeting. 
Bates stated that the plan was 
not a cure-all and might have to 
be abandoned at any time, but 
that it had worked successfully 
in the south. There is nothing 
compulsory about it, no penalties 
are imposed, but each dealer is 
placed on his honor to abide by 
the agreements that are estab- 
lished. Dealers will do more on 
the honor basis, than on the pen- 
alty basis, he declared. The plan 
can also work with less than 100 
per cent participation. 

A central office has been estab- 
lished where only telephone serv- 
ice is given, and no further de- 


tails except the appraisal value | 


that may have been registered on 
any particular car. No book is 
used, but current market values 
are considered in making ap- 
praisal, together with condition of 
the car. 


Bates urged dealers to appraise 


at a fair value, not “stealing” the | , ’ : : 
| vance in tire prices is expected 


car from the owner. If a dealer 
is not in the market for a certain 
type of car that a prospect wants 


to trade in, he should so inform | oe 
| than originally expected a week 


the customer or else give an ap-| ? 
in | 


praisal but not report it to the 


central office, he urged. Once a| 
fair appraisal value is reported | 
at the central office, other deal- | 


ers may not exceed that figure. 
No “deals” or rebates are per- 
mitted. 


Honesty Necessary 
Bates said that the plan can 
easily be “beaten” in a number 
of ways, but sincerity and honesty 
will and do make it workable. 


In making appraisals, it was 
brought out that average selling 
prices are taken as a basis, with 
reconditioning figured at cost and 
deducted, and 18 per cent de- 
ducted for overhead. 

Discussion brought out some 
interesting figures. It was shown 
in San Francisco that 65 per cent 
of buyers contact only one dealer; 
20 per cent contact two dealers; 
and of* these 80 per cent come 





|up to 











back to buy from dealer first con- 
tacted. 

That the plan is in operation 
should not be mentioned to cus- 
tomers, it was urged, nor should 
any salesman stoop to this re- 
joinder when he finds he has lost 
a sale: “If you had come to us 
first we would have allowed you 
more for your car, but we can’t 
now that the appraisal has been 
made.” 

Invited to Join 


The plan is to include trucks 
1%-ton capacity. Small 
town dealers in nearby sections 
are invited to join the movement 
and it gives them a chance to 
compete on equal terms, said 
Bates. 

Appraisals are to stand for 60 
days. 

Fleet owners are considered the 
same as car owners in the San 
Francisco area, Bates stated. “No 
discounts except to governmental 
agencies,” he said. The Robinson- 
Patman law demanded this, he 
opined. 

Questions brought out that, if a 
car has been unfairly under-ap- 
praised, a new appraisal may be 
had before a board of three used 
car managers. It was also brought 
out that a new code word is 
adopted daily so that information 
is given only to those entitled to 
it. 

The first 60 days of the opera- 
tion of the “used car market plan” 
are the most difficult, says Bates, 
and that if this period is weath- 


| ered the plan will doubtless stick. 


Tire Price Rise 
Expected to Be 
Near 10 Per Cent 


AKRON, O. — A sharp ad- 
within the next two weeks, with 
the increase running from 5 to 10 


per cent. The rise will be more 


ago following the increase 
wages granted employes and gen- 


eral revision in salaried employes. | 


At that time it was felt that a 
boost of around 4 per cent would 


| be made to compensate for in- 


creased labor costs and commod- 


| ity prices, to be followed by an- 


other rise late in the spring. If 
the present increase occurs, it will 
probably hold until the middle of 
the summer unless there should 
be a runaway market in rubber 
and the other raw materials, or if 
labor rates should rise even more. 


On Way Home 


navaaet.— wk Freeman, Cen- 


| tral European sales manager for the | 
| Federal Motor Truck Co., is return- 
|}ing to his home in Vienna after a 


visit to the local factory, where he 
spent several weeks conferring with 
Samuel Fitzpatrick, export man- 
ager, concerning Federal’s policies 
for 1937. 











O prccceorencenereree NR aloe A logeeneeeeresoenenemnne 


eyes: 


FOR FIVE YEARS H. J. Brown was a Pontiac retail salesman in Washington, D. C. For three 
consecutive years he was a member of the “Thousand Point Club.” On Aug. 20, 1936, he signed the 
Pontiac dealer franchise for Rosslyn, Va., used the money he had saved and started business in a barn 
of a garage, shown at right. But Brown sold the landlord on the idea of spending $5,000 to remodel 
the place. The other picture shows the result. 





Car Merchants 


Assn. of N.Y. Ine., 
Elect Directors 


NEW YORK.—The Automobile 
Merchants Assn. of New York, 
Inc., at their annual meeting 
Thursday, elected new directors 
for a term of three years and 
unanimously voted their approval 
of the many steps being taken by 
the authorities to facilitate traf- 
fic in and around the metropolitan 
area. 

The following directors were 
elected: 

E. P. Maudé, general manager, 
New York branch, Cadillac Motor 
Car Co.; George Stowe, vice- 
president, Reo Sales Corp. 

The following were elected 
directors for a term of one year: 

D. J. Barrett sr., president, 
Bronx Buick Co., Inc.; C. M. 
Bishop, secretary and general 
manager, Bishop, McCormick and 
Bishop; L. F. Jacod, president, 
L. F. Jacod and Co.; P. J. Kauf- 
mann, president Kaufmann 
Chevrolet, Inc.; N. K. Mintz, 


proprietor, South Shore Midway | 


garage. 

Other members of the board of 
directors, follow: 

W. L. Colt, 
Motors New York, Inc.; L. J. 
Eastman, president, Packard Mo- 
tor Car Co. of New York, Inc.; 


D. C. Fenner, vice-president, Mack | 


International Motor Truck Corp.; 
E. W. Headington, president, 
Stutz New York Co., Inc.; Walter 
McCarthy, manager, Ford Motor 
Sales Co.; A. W. Pickett, presi- 
dent, A. W. Pickett, Inc.; W. D. 
Stewart, president, Chrysler New 
York Co., Inc.; F. L. Yarrington, 
general manager, Glidden Buick 
Corp. 

At a meeting of the board of 
directors, to be held Mar. 11, of- 
ficers for the ensuing year will 
be elected. 


Close On Sundays 


KENOSHA, Wis.—Local automo- 
bile dealers are closing their places 
of business on Sundays and holidays, 
effective this week. 





STREAMLINED DESIGN features this coach built for a Chevrolet chassis by the C. D. Beck & 
Co., Sidney, O. It is built on a wheelbase of 18714 inches and seats 23 passengers. Special attention has 


been paid to strength and comfort. 





president, Dodge | 








Index of New 
Car Sales Value 
Declines Sharply 


WASHINGTON. — The prelimi- 
nary adjusted index figure of the 
value of retail sales of new pas- 
senger automobiles declined 
sharply from December to Janu- 
ary, according to the U. S. bu- 


reau of foreign and domestic 
commerce. 

The index, which makes allow- 
ance for the number of days as 
well as for seasonal movements, 
was 128.5 in January on the basis 
of the 1929-1931 average as 100, 
compared with 175 in December 
and 151 in November. 

Sales in January, according to 
the preliminary figures, were 
about 29 per cent higher than in 
January, 1936, and 74 per cent 
greater than in January, 1935. 


INDEX OF THE DOLLAR VALUE OF RETAIL SALES OF 
NEW PASSENGER AUTOMOBILES 


1929-31 


Without seasonal adjustment 
1936 
69.3 
65.5 
117.8 
142.3 
138.6 
139.3 
117.3 
92.9 
71.0 
56.5 
3.1 
*130.4 
*105.1 
p/Preliminary 


1935 


September . 
October ... 
November _ 11 
December 
Annual Index 
*Revised 


= 100 

With seasonal adjustment 
1935 1936 1937 
75.0 102.0 p/128.5 
86.5 89.5 

94.5 101.0 

78.5 93.5 

70.0 93.5 

78.5 109.5 

81.0 104.5 

75.0 92.0 

79.0 83.0 

82.0 85.5 

113.5 151.0 

106.5 *175.0 


1937 
p/89.6 


With The FLAGSHIP Fleet 


American's NEW Flagships, built by Douglas, are the 


largest, quietest, most luxurious, longest-range planes. 
14-berth Flagship Sleepers fly OVERNIGHT between 


New York and Los Angeles. 


Flagship Club Planes, 


with 21 luxurious lounge chairs, fly NON-STOP be- 
tween principal Eastern and Mid-West cities. 


American 


Serves 57 


Principal Cities, including 


ALBANY 
BALTIMORE 
BOSTON 
BUFFALO 
CINCINNATI 
CLEVELAND 
DALLAS 
DETROIT 

EL PASO 


HOUSTON 


LOUISVILLE 
MEMPHIS 
NASHVILLE 


FT. WORTH 


INDIANAPOLIS 
LOS ANGELES 


NEW YORK 
OKLAHOMA CITY 


PHILADELPHIA 
PHOENIX 
ROCHESTER 

SAN FRANCISCO 
ST. LOUIS 
SYRACUSE 
TUCSON 

TULSA 
WASHINGTON 


For reservations or information 


call American Airlines 


or your Travel Agent 


MERICA 


URLON 


ES INC. 





HERES WHY THE | 
DODGE-PLYMOUTH | 
DEALERSHIP 1S 
TAILORED-T0-FIT 
TODAYS MARKET 


READ WHAT 
ROY W. HARTWELL 


HARTWELL MOTORS COMPANY sa ys « “Every dealer knows how the retail automo- 
a 


MEMPHIS, TENN. bile market has changed in recent years,” 


says Mr. Hartwell. “The increase in popu- 
larity of the low and low-medium priced cars has 
been tremendous. That’s why I say that the 
Dodge-Plymouth dealership is tailored-to-fit today’s 
market, because with Dodge and Plymouth cars 


HOW THIS TRIPLE-PROFIT DEALER- 
SHIP COVERS THE MARKET! 


The two charts at the right show 
you one reason why Dodge deal- 
ers have been among the most 
successful in the entire industry. 


Look at the first chart. Prod- 
ucts handled by Dodge dealers 
cover 98.6% of the passenger car 
market. In other words, more 
than nine out of every ten pur- 
chasers of a new Car will buy in the 
Dodge or Plymouth price range! 


Now look at the second chart, 
covering the commercial car and 
truck market. Here Dodge deal- 
ers have a potential coverage of 
98.2%! Is it any wonder that 
Dodge dealers from coast to coast 
are making money? 


ya 


TRUCKS 


plus the complete line of commercial cars and 
trucks, better than 9 out of every 10 buyers are 
potential prospects for our products. 


“And here’s another angle. Every dealer’s over- 
head is established and he might as well have 98% 
of the market to shoot at as 70% or less.” 


Could you make the same statements Mr. 
Hartwell makes about your present line? Does 
your dealership offer you three complete lines of 
merchandise, each one of which brings you profit 
every month of the year? 


Investigate this amazing triple-profit dealership! 
For complete details write, in confidence, to A. 
vanDerZee, general sales manager, Dodge Division 
of Chrysler Corporation, Detroit, Michigan. 


DODGE: PLYMOUTH: DODGE TRUCKS 


THE 


TRIPLE-PROFIT DEALERSHIP ; 





